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Easy Selling—Guaranteed 


TIMULATE your wringer sales by handling the ANCHOR BRAND Clothes Wringers. There is absolute safety and good profit 
for you in selling this well known make of wringers. Here’s the reason why. Every one of our High Grade Five-Year and 
Three-Year Warranted Wringers ly ar the ANCHOR BRAND trade mark together with one of our ‘‘Warranty Tags.’’ In the 
event of any part proving defective within the warranty period, when used for family use only, the necessary parts will be furnished 
by US free of charge. 
The ANCHOR BRAND Clothes Wringers are good wringers and have combined in them all the best features of design and construction. 
: We were the first patentees and manufacturers of a satisfactory Ball Bearing Wringer; we introduced the Safety Cog Wheel Shield; we 
2 perfected the rubber rolls, 


Right now is the time to interest your customers in buying wringers. Let us send you circulars that will interest them. 


The ANCHOR BRAND Clothes Wringers can be had in many types, sizes and finishes. 
A Wringer Display Stand is an aid in producing sales. We make them. Get one now for your window. 
WRITE TODAY FOR CATALOG AND FULL PARTICULARS 


LOVELL MANUFACTURING CO. 


ERIE, PENNSYLVANIA 
The Largest Manufacturers of CLOTHES WRINGERS in the World 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. 52 and 53. 
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i | LA, RINGEN STOVE CO. 


DIV.OF AMERICAN STOVE CO. 


ST. LOUIS, MO. 


| Burners are EASY TO RE-WICK 
CHIMNEYS ARE PORCELAIN ENAMELED 


MO RUST - EASY TOCLEAN eee 




















EUAN TOUUUUCUNUUUUUUUUM enna _ I U so IOUOUUNUATU AL nA eS 
TL MU TT) LMM 2 





is d fe urnace 


sells best, serves best and satisfies best, because it 
Conserves Fuel by reason of its 








Longer Fire Travel 


and larger radiating surface. The [RRONTRANE 
gets the biggest percentage of heat value out of 
the fuel; uses any kind of fuel; is so simply and =~ 
strongly built it stays in order; automatically ven- = 
tilates while heating tlie rooms; automatically hu- 
midifies the warm air, and so pleases customers 
that every one of them becomes a walking adver- 
tisement for the FRONT\JANE Steel Furnace. 


If you are not handling the 2 RANE Goodbye! We're 
write us today for liberal terms <r me ERAS BANS 
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Haynes-Langenberg Mfg. Co. 


4058 Forest Park Boulevard St. Louis, Mo. __ trace marx 
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IN A FORMAL public statement recently published the 


Federal Trade Commission announces the policy 
which must govern the disposition of all 
Illegal to os : . 
‘ . cases involving resale price control and 
Fix Price . . : 
the right of refusal to sell. The Com- 
of Resale. 


mission declares itself bound by the re- 
cent decision of the United States Supreme Court in 
the Graphophone case to forbid producers to indicate 
prices, to secure agreements from dealers as to prices, 
or to refuse to sell to, or to discriminate against, price- 
cutters. 

The most important feature of the statement is its 
final paragraph in which the Commission frankly ad- 
mits its inability under present law, as laid down by 
the courts, to deal adequately with the price-cutting 
evil and emphasizes the need of remedial standard 
price legislation by Congress “in the manner sug- 
gested by Mr. Justice Brandeis.” 

It seems unnecessary, and would obviously be im- 
proper at this time, to comment further upon the 
significance and potentiality of this vital declaration 
by the governmental agency whose special duty it is 
to study and pass upon the ethics and public policy of 
commercial practices. 

Among other things, the statement says: “After full 
consideration the Federal Trade Commission has de- 
cided to issue complaints against all business concerns 
who refuse to sell unless the purchaser will agree to 
maintain a resale price fixed by the seller. The case 
just decided is the first formal finding by the Commis 
sion to that effect. 

“When once an article has passed from the maker 
to a purchaser, he owns it, and the owner of such 
articles may sell it at any price that he chooses pro- 
vided he does not himself seli it at such price as to be 
below cost, and thus thereby enter into unfair com- 
petition with other retailers selling the same article. 

“This decision is going to be open to considerable 
controversy in relation to the subject matter thereof, 
and the matter will probably have to be settled by an 
act of Congress in the manner suggested by Mr. Jus- 
tice Brandeis in his concurring opinion in the Supreme 
Court of the United States, in the case of the Ameri- 
can Graphophone Company. The Stephens bill which 
is now in Congress is in relation to that matter, but 
in the estimation of many business men and others 
it is thought to be broader than it should be. It may 
be that resale prices can be so regulated by placing the 
power somewhere protecting against unfair prices as 
to make it work equitably, and be a fair method of 


competition in commerce, but that question will un- 
doubtedly have to be settled by Congressional action.” 








WE ARE ALL familiar with the man who is afraid to 


don a uniform, with the stay-at-homes who think they 

need five meals a day, and with the busi- 
New Kind ness man who complains that the war 
OfSlacker interferes with his business. But here 


comes a slacker with a brand new stripe 
of yellow—the man or woman who thinks there is 
some good reason for hiding currency. 

The movement for hoarding money received its 
first impetus from the war rumors afloat when the 
United States entered the war to the effect that this 
democratic country might elect to confiscate savings 
accounts after the example of the two Kaisers. Not- 
withstanding the assurances of the Administration 
that such a thing not only was undemocratic, but was 
unnecessary, a great many selfishly inclined persons 
took money out of circulation and hid it away. 
markets were 
foolishly 


Scmewhat later, when the security 
unsettled, still other people of this stripe 
thought it would be wiser to have a portion of their 
tangible wealth hoarded in the shape of currency than 
either to invest it or carry it on deposit at the banks. 
To a large extent these people were moved by the 
sort of disaster might occur which 
Probably very few of them 


fear that some 
would put them in want. 
stopped to consider the far reaching effect of such 
action. 

For one thing, money taken out of circulation and 
hoarded is always in danger of being lost or stolen. 
For another thing, it does not earn anything for the 
owner. Worst of all, such hoarded money cannot be 
passed from hand to hand and perform its usual func- 
tion of exchange between the people of the country. 
Such hoarding makes more difficult the operation of 
business, adds another load to the already heavy bur 
den of fighting the war, and puts the hoarder in the 
slacker class. 








BETTER than our forefathers—morally, eco- 
scientifically better. Reverence for the past 
may be outraged by so apparently boast- 
ful a statement. But facts have a way 
of enforcing their conclusions without 
much deference to custom or tradition. 
History proves that our twentieth century men of busi- 
ness are more disinterested in their devotion to democ- 
racy than their forbears of a hundred years ago. 
Granting that our Revolutionary ancestors accom- 


WE ARE 


nomically, 


Radical 
Changes. 
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plished prodigies of valor in making America free, 
it is nevertheless true that they had not learned as 
much about subordinating business to patriotism as 
we have learned. Profoundly radical changes have 
taken place in the psychology of commerce since the 
day in 1779 when George Washington wrote to James 
Warren severely censuring the business morality of 
his time. 

The First President declared that “our conflict 1s 
not likely to cease so soon as every good man could 
wish. Unless we'can return a little more 
to first principles, and act a little more upon patriotic 
grounds, I do not know what may be the issue of the 
contest. Speculation, peculation, engrossing, forestall- 
ing, with all their concomitants, afford too many mel- 
ancholy proofs of the decay of public virtue.” 

We are fortunately far in advance of such a stage 
of commercial ethics. Were it otherwise, there would 
be little to warrant hope in the progress of humanity. 
The feature of the present war which is peculiarly a 
virtue of our own century is the way in which the in- 
strumentalities of business have been placed at the 
service of patriotism. Scores of men have gladly given 
up opportunities for immense profit in order to de- 
vote themselves exclusively to the task of winning the 
war. By the thousands, business men are turning 
their knowledge and talents into the service of our 
Government. Ina very helpful and genuine sense, they 
are putting business into patriotism—thereby adding 
the needed element of efficiency to the essential ideal- 
ism of loyalty to the land of our birth or adoption. 


* * 








DEPRECIATION of plant and machinery, as, for ex- 
ample, in the sheet metal trade, has always been more 
or less of a hit-and-miss proposition 


Plant and , ; . . 
: which has been emphasized in trying to 

Machinery ; tneS iy : 
; arrive at a satisfactory basis in figuring 
Depreciate. oes ia ie : 
war taxes. The tax regulations permit 


depreciation to a reasonable amount. The life of an 
ordinary machine is estimated to be ten years. Of 
course, this is not a rule which will universally apply. 
Ten per cent depreciation may be too high for some 
The point seems to 
As re- 


machines and too low for others. 
be, to determine what is a reasonable charge. 
gards the making up of the depreciation item for finan- 
cial statements, methods heretofore in use have been 
rather haphazard. 

It seems there is no uniform way of treating the de- 
preciation account in the financial statement. One con- 
cern may carry in its statement the depreciation 
charges for the current year only. Another may show 
no depreciation whatever. It seems difficult or impos- 
sible to figure out just what policy has been followed 
in reference to depreciation in many cases. Of course 
values are at best approximate but the record of fail- 
ures is crowded with instances in which plant and ma- 
chinery account are over-valued in order to swell the 
assets. A financial statement should show the cost 
value of an asset and the amount of depreciation es- 
tablished against that cost. 

Ordinarily, repairs and maintenance should not be 
included in the cost but should be charged out of cur- 


rent earnings. The exception would be in the case of 


a plant that is bought at a knock-down value where 
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repairs are necessary to bring it up to proper working 
condition. In this case such repairs are properly a 
part of the original cost and should be included as 
such. In analyzing a statement it is desirable to know 
also the per cent of depreciation charged annually 
There seems no reason why financial statements should 
not clearly establish the relation of the depreciation ac 
count, both annually and over a period of years, to th 


fixed assets. 








THE TRANSITION from hand production for individ 
ual consumption to socially co-ordinated manufacture 
for exchange of commodities has neces- 

the industrial 
In the olden days man 
rom the hides 
He fashioned 


Service Is 
Foundation 
of Business. 


sitated a new factor in 
relations of men. 
made his own shoes. 
of animals he devised his own clothes. 
his own weapons. In a word, he made all that he 
used. In those primitive times it was discovered that 
certain persons were more proficient in making cer- 
tain things. Gradually, it was found advantageous to 
the group or tribe to permit such persons to specialize 
in the making of the articles in Whose production they 
were exceptionally skillful and to receive in exchange 
the things in which others were more proficient. 

This was the beginning of business. Hence, the 
beginning of business was based on the idea of service. 
As business increased with the changes in the social 
organization and became more complicated, there were 
some who thought that the cleverest business man 
was he who could do the least for the most money. 
This was the age of what might be called tricky in- 
genuity rather than of simple, true and sincere service. 
But the rapid development of standardized production 
and the establishment of efficiency methods and system 
soon forced into prominence the superiority of service 
over unrestricted competition. Today the determining 
factor in business success is undoubtedly service. 
When the same article can be bought for the same 
price in any one of a dozen stores in the same neigh- 
borhood, it goes without dispute that the dealer who 
gives the most uniform, intelligent, and pleasing serv 
ice has the advantage over less careful retailers. 








THE sTockK argument of dealers and manufactur 
ers who oppose advertising is that they put their 
money in service and quality and not 


Advertised . 7 
into the newspapers, magazines, oF 
Product Is — a 
posters. They pose as the sole survivors 
Profitable. 


of the altruist in business, and darkly 
hint at the villainy behind the great enterprise whose 
single motive is to hoodwink the public. 

There are no altruists in business. If there are, 
they don’t stay there long. When they have money 
enough they get out of trade and found philanthropic 
institutions, and if they haven’t enough money they 
go broke. 

Twenty-five or fifty years ago a standard bar of 
soap sold for five cents. Today the soap makers are 
among the largest advertisers, and a standard bar of 
soap is still five cents, relatively speaking. It is better 
soap today than it was a quarter or half a century 
ago. Modern chemistry and economic production 
through the means of ingenious mechanical devices 
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have been responsible for the improvement of quality 
and increased output. Advertising has disposed of 
the surplus, and while the profits are less today, the 
maker sells infinitely more, and so the problems of 
quality and price are solved. 

The representative for an advertised product finds 
it easier to sell his wares than does the salesman for 
the house that uses no publicity, and so the basic 
emoluments of the former are usually less than those 
of the latter. This does not mean, however, that the 
specialty salesman always makes less money. As his 
line is easier to sell, his total sales are large, so if his 
pay is based upon his yearly business, his income may 
be much larger than the pay of the salesman whose 
work is harder but whose annual sales are less. 

The result of this condition is, however, that the 
advertiser can “travel” men for less money than can 
the house which does no advertising. If this is true, 
it is but another and a strong argument in favor of the 
avertised product. It proves that the one large item 
of sales expense alone is lowered by the use of pub- 
licity ; it is evidence that wherever the advertising has 
added to the cost of doing business, a proportionate 
or a greater reduction is found in another direction. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


My heart throbs with pride these days in the 


achievements of American industry. 
problems. 


Kverywhere we 
are solving We 
building ships at a speed never known in_ history. 
After the war we shall be a maritime nation, traveling 


the most intricate are 


in our own vessels and sending American products 
across the seas of the world in American ships. Our 
chemists and surgeons and mechanics are working 
marvels whose results will benefit generations yet un- 
born. We are mobilizing our shops and factories in 
the service of democracy without thought of reward 
other than that which comes from a consciousness of 
having fought and won victory for all the peoples of 


the world. 


Mrs. Arnold is an expert cook, in addition to her 
many other talents. The other evening we were at 
a dinner where the hostess assumed a somewhat pa- 
tronizing air. 

“So your husband is an editor?” the hostess in- 
quired 

“Yes,” my wife laconically answered. 

“Since you have no children you must have consid- 
erable leisure time on your hands. I dare say you 
assist him now and then in his editorial work.”’ 

“Oh yes,” 
good cook, “I edit nearly all his inside matter.” 


assented my wife, who, as | said, is a 


es “2 

Occasionally a customer wreaks vengeance upon a 
retailer who has not treated him fairly. My friend, C. 
G. Schroeter of Schroeter Brothers Hardware Com- 
pany, St. Louis, Missouri, illustrates this fact with the 
subjoined narrative: 

\n old gentleman who had dealt for some years 
with the same grocer found the latter out in some 
shady practice. Going to his shop, he gave the de- 
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linquent a piece of his mind and stamped out, ex- 
claiming : 

“You're a swindler, and I'll never enter your door 
again.” 

Next day, however, he came back and bought some 
sugar 

“Dear me,” said the grocer, smiling in a forgiving 
way, “I thought you were never going to enter my 
shop again.” 

“Well, I didn’t mean to,” said the customer, coldly, 
“but yours is the only shop in the place where | can 
get what I want. You see, | am going to pot some 
plants and I need sand.” 


Some very odd 
English is heard within its environs. My friend W. 
J. Burton of W. J. Burton Company, Detroit, Michi- 
gan, sends me the following sample: 


Detroit is a very cosmopolitan city. 


A man from the Balkans who had overstayed his 
leave of absence from the factory where he worked, 
wrote to the superintendent in these words: 

“My absence is impossible. Some one has removed 
my wife. My God, | am annoyed.” 
Advertisements should be 


worded that there can be no possibility of mistaking 


so plainly and clearly 


their meaning, says my friend Ed H. Hoffeld, vice- 
The Ferdinand 
Dieckmann Company, Cincinnati, Ohio. The 
should be tested from every angle against misinter 


president and general manager of 
words 
pretation. He drives home the lesson with this story: 

Martin Kennedy, the famous jockey, was taken 
suddenly ill, and the trainer advised him to visit a 
doctor in the town. 

“He'll put you right in a jiffy,” he said. 

The same evening he found Martin lying curled up 
in the stables, kicking his legs about in agony. 

“Hello, Marty! 

“Yes.” 

“Well, didn't he do you any good?" 


Haven't you been to the doctor = 


When | got to his house there 
Ten to 


“I didn’t go in. 
was a brass plate on his door—Dr. Kurem 
one’ 
that!” 


I wasn't going to monkey with a long shot like 


* * * 


In the fiery crucible of war the dross of false no 
tions is burning away, leaving the pure gold of manli 


ness. Weare learning the basic values of things which 
heretofore have been more or less indistinct in our 
minds. And one of these is: 
Courage. 

Courage isn't a dazzling lieht 

That flashes and passes away from sight 

It’s a slow, unwavering, ingrained trait 

That has the patience to work and wait 

It’s part of a man when his skies are blue 

It's part of him when he has work to do 

The brave man never is freed of it, 

He has it when there’s no need of it 

Courage was never designed for show, 

It isn’t a thing that can come and go 

It’s written in victory and defeat 

And every trial a man may meet 

It’s part of his hours, his days and years 

Back of his smiles and behind his tears 

Courage is more than a daring deed 

It's the breath of life and a strone man’s creed 

ldgar A. Guest 
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STOVE SALESMEN’S ASSOCIATION OF 
PENNSYLVANIA PLANS OUTING. 


The improvement of the social condition of its 
members being one of the professed aims of the Stove 
Salesmen’s Association of Pennsylvania, plans have 
have been perfected for the annual outing of the or- 
ganization with that end in view. The place chosen 
for the annual picnic is Jeffersonville, Pennsylvania, 
amid surroundings unusually picturesque and_ invit- 
ing. The date fixed for the affair is Saturday, June 
t, 1918. The selection of the last day of the week 
gives every one an opportunity to participate in the 
annual outing and frolic without being under neces- 
sity of foregoing important business as would more 
likely be the case earlier in the week. 

A renewal of old friendships which grow more 
precious as the years roll by and which are doubly de- 
sirable in these critical times, is one of the induce- 
ments held out by the Entertainment Committee. 
That other and more material allurements will not be 
lacking is guaranteed by the announcement that 
Thomas Brown, proprietor of the Jeffersonville Inn, 
who is to serve the dinner, has the reputation of be- 
ing one of the most congenial of hosts whose chicken 
dinners would thrill the most confirmed dyspeptic with 
gastronomic joy. Ample accommodations have been 
provided to take care of a large attendance; and it 
is expected by those in charge of the arrangements 
that all previous records of the Association will be 
surpassed in this year’s outing. 

oo 


THE MAKING OF STOVE PATTERNS IS BIG 
FACTOR IN THE INDUSTRY. 


Chief among the reasons why American manufac- 
tures lead the world in both quantity and quality is 
the high state of perfection to which specialization has 
been developed. To do one thing and to do it well is 
of more benefit to the productivity of a nation than to 
do many things and do them only passably well. By 
reason of the wider dispersion of skill and energy 
over a multiplicity of products it is difficult to concen- 
trate the total force of an organization upon standard- 
izing any particular article of the total number of arti- 
This principle is well recognized today in Amer- 
ican commerce. In the stove industry, for example, 
it has been learned from actual experience that much 
more effective service will be obtained and higher 
standards of uniform excellence maintained by spe- 
cializing the production of stove patterns in distinctly 
separate branches of the industry. As a consequence 


cles. 


of the recognition of this principle, there has grown 
up within the general confines of the stove industry a 
subsidiary industry for the niaking of stove patterns. 
determination, 


With characteristic American the 








manufacturers of stove patterns set about the task of 
systematizing this new industry, applying to its devel- 
opment the highly trained intelligence of engineering 
experts and bringing the business into harmony with 
the best modern factory and shop method. One of the 
notable enterprises in this field is that of the Cope Pat 











Plant of the Cope Pattern Works, Detroit, Michigan. 


tern Works, 41-49 McDougall avenue, Detroit, Mich- 
igan, whose constantly increasing business has recently 
made necessary additions to their plant, one of which 
is shown in the accompanyiag illustration. 





SUPPLIES A USEFUL HELP TO STOVE 
DEALERS AND CUSTOMERS. 


The stains of honest toil upon one’s hands are not 
a disgrace. No one need feel ashamed of them. But 
they are neither comfortable nor do they present an 
agreeable appearance to the eye. Most of us are in a 
hurry to remove them to the last pin point of grime. 
Handling stoves and stove accessories does not result 
in lily white hands. Nevertheless, the majority of 
stove dealers are no different from other human be- 
ings in their desire for cleanliness. The ordinary 
soaps are more or less ineffectual as means for thor- 
oughly and easily removing the stains. Hence, stove 
dealers and many of their cus- 
tomers will welcome a dirt re- 


mover which gives quick and 


satisfactory results, In_ this 
connection attention is called to 
the claims made for Hand 


cont 
DirnT Ret 


w be] 
HAND 


eee Witch by its manufacturers, the 
Nickel Plate Stove Polish Com- 


pyPany, Chicago, Illinois. This 


Hand Witch, : » es 
Nickel Plate Stove Pol- product, an illustration of which 


Made 


ish Company, Chicago, 


illinois. 
an “antiseptic lightning dirt remover for the hands.” 
According to the manufacturers, it never fails in- 
stantly to remove all kinds of dirt, grease, oils, inks, 
stains, paints, acid, etc., from the hands and leaves 
them soft and smooth. Full particulars and proposi- 
tion to dealers may be obtained by writing to the 
Nickel Plate Stove Polish Company, 360-362 Illinots 
Street, Chicago, Illinois. 


is shown herewith, is said to be 
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BORN STEEL RANGE COMPANY GIVES 
PATRIOTIC THEATER PARTY 
FOR ITS EMPLOYES. 

Desirous of showing appreciation of the practical 

patriotism of their employes, General Manager Henry 
G. Born and other officials of the Born Steel Range 
Company of Cleveland, Ohio, secured a block of seats 
for the Government film, *Pershing’s Crusaders,” and 
took the entire organization to see the show as their 
guests. 
“Born employes have responded most patriotically 
to the Liberty Loans, the War Savings Stamp Drive, 
the Red Cross and other war funds,” commented Mr. 
Born. “We felt that they deserved a little relaxation, 
and also an opportunity to see to just what purpose 
their money has been put by the Government and the 
various organizations. 

“The request of Federal authorities that these pic- 
tures be viewed by as many workers as possible so 
that the actual conditions of war may be visualized,” 
he added, “afforded us an opportunity of which we 
were only too glad to avail ourselves.” 

While the free entertainment thus given the factory 
and office employes of the Born Steel Range Company 
was not so elaborate as the more formal functions 
which are held in banquet halls, it had the twofold 
effect of strengthening the ties of loyalty to the Com- 
pany and deepening the sense of patriotism of every- 
one connected with the organization. 


oor 


ILLUSTRATED BOOKLET INTERESTS THE 
BUYERS AND AIDS DEALERS. 


Every one of our five senses is important. Life is 


checrless if we are deprived of any one of the five. 





Three Burner Oil Stove with Porcelain Enameled Top, Enameled 
Side Shelves and Piain Removable Trays, Made by George 
M. Clark and Company, Chicago, Itlinols. 


However, there is something about the sense of 
sight which makes it of exceedingly great importance. 
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Practically all of our thoughts and impulses are di- 
rected and impelled by this sense. When anything is 
described to us we form a mental picture of it. We 
In this way we understand the 
thing described. When 
we are shown an illustration of the article the im- 


see it in our mind. 
We form our ideas about it. 


We see the thing more 
We understand 


pression is even greater. 
Our interest in its. grows. 
In fact, a good illustration is worth more 


clearly. 

it better. 
than a whole volume of words, for it enables us actu- 
ally to view the different features of the article. It 
is for this reason that buyers in any line of trade are 
vastly more interested in pictures of the commodities 
on sale than they are in a verbal description. Much 
value attaches, therefore, to the new booklet, number 
1076, which is now issued as a means of assisting stove 
dealers in attracting the attention of the buyers to 
their products, by George M. Clark and Company, 
Division American Stove Company, Chicago, Illinois, 
New York City, and San Francisco, California. The 
booklet has an illustration on every page. The accom 
panying illustration is of a three burner oil stove with 
porcelain enameled top, enameled side shelves, and 
This is one of the illustra- 
tions shown in the booklet. The other illustrations in- 
clude ten other types of the Clark Jewel Oil Stoves, 
the Peerless Oven, and a Double Coil Circulating Ker- 
It is claimed by the manu- 


plain removable trays. 


osene Oil Water Heater. 
facturers that the high speed burners of their stoves 
save time and oil. It is further stated that no mat- 
ter what kind of kitchen work is to be done, whether 
boiling, baking, roasting, washing, or ironing, these 
cool stoves with the hot fire will meet the need. A 
special feature of these stoves which is said to appeal 
to the housewives, and in fact to anybody interested 
in stoves, is the pleasing olive green enamel finish on 
all sizes. Dealers who are desirous of taking advan- 
tage of the interest which this booklet creates among 
buyers for the Clark Jewel Oil Stoves may arrange to 
get copies of it for distribution among prospective 
customers by writing to the company. 


-“eo- 


USES SMALL SPACE TO ADVANTAGE. 


Smaller retail merchants sometimes become dis 
couraged by the competition in newspaper space of 
larger stores. They imagine that people do not read 
the smaller notices. 

\ny newspaper man can give incidents out of his 
personal experience showing the contrary. A man 
with a very small space indeed often tells his story in 
such a pertinent, business-like, conversational way, 
that readers turn to his little ads just as a financial 
operator turns to the stock market. 

It does not take a gift for saying smart and sharp 
things to make this kind of impression. It is simply) 
the idea of writing as you talk, saying the things in 
advertising that you would say to a customer if you 
had him before the counter. 

A merchant who desires to try advertising in a 
small way should have his notice put somewhere near 
the same place right along. He should not try to say 
too much in that space. Just a few words each time, 


about some particular thing, is most effective. 
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SENDS EARNEST MESSAGE TO MEMBERS 
OF THE SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION. 


New and strange problems are confronting the 
hardware industry and thev can best be solved only 
by the interchange of ideas and sincere co-operation 
which are made possible by collective deliberation and 
associated effort. It is from a recognition of the im- 
perative need of such interchange and co-operation 
that W. C. Thomas, president of the Southern Hard- 
ware Jobbers’ Association sends the following earnest 
message to the members of his organization: 

“No hardware jobber who wishes to keep abreast 
of conditions in his line or to understand fully the 
unusual, in fact unprecedented, situation obtaining 
in all business at present, due to the existence of a 
state of war, in which our own country is involved, 
can afford to miss the approaching convention of the 
Southern Hardware Jobbers’ Association at Atlantic 
City, May 28, 29, 30, 1918. 

“Not only will those attending this convention have 
the opportuinty of hearing first-hand and authentic re- 
ports from all branches of our own trade, with both 
jobbers and manufacturers of national importance 
present, but they will be enabled to obtain accurate 
and comprehensive knowledge of the exact relations 
of our business to war conditions, which is of the ut- 
most importance just at this time. 

“There is no doubt of the fact that business is to 
continue to be affected most seriously and directly for 
years to come by the existence of war. Even should 
the war be brought to a conclusion within a year or 
two years, the effect upon business will remain, in 
varying degree, for an indefinite period after the cessa- 
tion of actual hostilities. It is, therefore, necessary 
that all business men learn and know something of 
what conditions are and what they are likely to be in 
the future in their own line. This is particularly ap- 
plicable to the hardware trade, which is, perhaps, 
more directly affected than any other branch of com- 
mercial activity. 

“New and strange conditions bring new and strange 
problems. The result of every battle fought in France 
has immediate bearing upon the business situation in 
the United States. Every new policy adopted by the 
Government in the prosecution of the war involves a 
corresponding new policy for the great commercial 
interests of the country. Is it not imperative that 
business men, and especially hardware men, acquire 
a clear insight into these new conditions and new prob- 





lems? And how can they acquire that insight unless 
they meet and mingle with others in their line, hear 
what they have to say and discuss with them the best 
plans for facing these conditions and solving these 
problems ? 

“T hope that we will have the largest attendance on 
record at the coming convention. We are to have 
with us the members of the American Hardware Man- 
ufacturers’ Association and some of the foremost 
‘captains of industry’ in our own and allied lines. 
Every opportunity will be afforded for the fullest in- 
vestigation and most instructive discussion. It should 
be not only a business convention but a ‘win the war’ 
convention—because, after all, winning the war is the 
great, the controlling, the all-important business of all 


of us now and until it is successfully accomplished.” 
— —— —+e< — 


SCHLAFER HARDWARE COMPANY SETS 
EXAMPLE OF RED CROSS WORK. 


lor the purpose of increasing the funds of the 
Appleton, Wisconsin, Chapter of the Red Cross, the 
Schlafer Hardware Company of that city has inaugu 
rated a campaign for the collection and sale of old 
automobile tires and worn out rubber of every de- 
scription. The hardware company acts as a receiving 
station for the Red Cross 
costumes are on duty in the store to take in the rub 


rubber. Girls attired in 
ber and to give receipts to the people who donate it 
for the Cause. 

All the rubber is to be sold at the best price obtain- 
able, probably eight cents a pound, the gross income 
from the sale is to be turned over to the Appleton 
Chapter of the Red Cross. The Schlafer Hardware 
Company will bear all the expenses connected with the 
work. In addition, the Company paid for a quarter- 
page, illustrated advertisement in the Appleton Daily 
Post featuring this patriotic work. The advertise 
ment is in the form of a heavily outlined cross inside 
of whose lines runs the text of an appeal to the citi 
zens of Appleton in behalf of the campaign. 

In the upper left hand square of the advertisement 
is a picture of a mother kissing her soldier boy good 
by, while silhouetted against the window pane are 
the figures of two soldiers passing with rifles at their 
shoulders. In the opposite upper square are shown 
our fighting men in a charge across No Man's Land, 
the foreground of the drawing depicting a bursting 
shell and a soldier falling to his death. Below the 
two upper pictures are the corresponding deeds of 
mercy of the Red Cross—one showing a Red Cross 
ambulance speeding through a tempest of exploding 
shells and the other a hospital ward with a Red Cross 
nurse ministering tenderly to wounded men. 

A characteristically modest letter received from the 
Schlafer Hardware Company by AMERICAN ARTISAN 
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\ND HARDWARE REcoRD says, among other things: 
“We presume other dealers might be interested to 
know what is being done in this direction.” This 
sentence contains the suggestion which hardware mer- 
chants throughout the country will not be slow to fol- 
low, namely, of using their stores in similar campaigns 
to help the Red Cross. 
eee 


TELLS OF A MECHANICAL POLICEMAN. 


‘rom a commercial point of view, there is not much 
practical advantage to be derived from a discussion of 
the various theories propounded from time to time in 
explanation of the persistence of crime in civilized 
countries. 
great Republic for the presence of the thug and house- 


Theoretically, there is no reason in our 


Opportunity for gaining an honest and suf- 
On every hand there is 


breaker. 
ficient livelihood is boundless. 
constant demand for labor, skilled and unskilled. No 
one need go hungry in these United States at any time. 
Yet in spite of the opportunities, in spite of the free- 
dom, in spite of the great means for comfort, there are 
always thieves and lawless persons who threaten our 
The 


organized forces of the law are competent to hold them 


security and endanger the safety of our homes. 


within check in most cases; but no city or common- 
wealth is rich enough to station a policeman or deputy 
The effi- 
ciency in this regard can very well be supplied by what 


sheriff on guard at every house in the land. 


might be called the mechanical policeman shown in the 
accompanying illustration, to wit, the Iver Johnson re- 





Iver Johnson Revolver, Made by Iver Johnson's Arms and Cycle 
Works, Fitchburg, Massachusetts. ; 


volver. This weapon is declared to be trustworthy un- 
der all conditions. Hardware dealers will find it to 
their advantage to get in touch with its manufacturers 
for information concerning prices and selling aids. A 
postal addressed to Iver Johnson's Arms and Cycle 
Works, Fitchburg, Massachusetts, asking for descrip- 
tive literature and particulars will receive prompt at- 
tention. 
~o- 


GIVES DETAILS OF THE SISAL SUPPLY 
FOR BINDER TWINE. 


Before the war the price for sisal averaged about 
7 cents per pound. It was 7% cents landed at ports 
of entry in June, 1916. In July of the same year it 
cents, and held that 
point until December, 1916, when it rose rapidly to 
16% cents in March, 1917. Last August it reached 
Ig cents, Gulf ports, and 19!4 cents delivered New 
York. 


It was at this period that the United States Food 


Was increased to 10 about at 
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Administration decided to act, because of a report that 
another rise in price was contemplated. Through the 
efforts of the United States Food Administration, a 
further rise in price of sisal was prevented. 

In view of the exorbitant price exacted by the 
Comision Reguladora (the Yucatan monopoly con- 
trolling sisal), the sisal used in the manufacture of 
binding twine, rope, and for other purposes will be 
\s a 
result, the stock of sisal in Yucatan is rapidly increas 


much less this season than in previous years. 


ing, while the demand in the United States is rapidly 
decreasing. : 

The Comision Reguladora and the planters of Yuca- 
tan must realize sooner or later that more reasonable 
prices must be made or the sisal business will be 
completely curtailed. 

Every effort possible has been made to provide bind 
ing twine for the harvest season of 1918 at as low a 
price as possible under the circumstances, and for the 
accomplishment of this end, the United States ood 
Administration entered into an arrangement to pur 
chase and distribute to the manufacturers all of the 
sisal actually required for the manufacture of binding 
twine. It also entered into a contract with the binder 
twine manufacturers, the terms of which provide that 
the United States Food Administration shall purchase 
and distribute the sisal as required, and that the man- 
ufacturers shall manufacture it into binding twine on 
a basis of the cost of raw material plus cost of con- 
version, plus a reasonable profit, the reasonableness 
determined by the United States 


of which will be 


ood Administration. 
In conformity with these arrangements, the manu 
made 


facturers have 


amount of binder twine manufactured 


semi-monthly reports of the 
from sisal al- 
lotments and from other materials, and after careful 
investigation by the United States ood Administra 
tion, supplemented by investigations of the cost of 
manufacture by the Federal Trade Commission, the 


cost of twine was established 


500 feet to the pound 
at 23 cents f. o. b. factory, with other grades in pro- 
portion. 

The retail dealers have alse agreed to distribute the 
twine to the farmers on a basis, which, considering the 
necessarily high price of twine, does not seem unrea 
sonable. An ample supply of binder twine is assured 
and there need be no uneasiness about sufficient twine 
in time to meet harvest requirements. 

l‘armers are earnestly requested to place their or 
ders for binder twine requirements as soon as possible, 
so that the local dealers can provide, by early ship 
ment, for an adequate supply of twine to meet their 
harvest requirements. Shipping conditions are such 
that more time must be allowed from factory to local 
distributing points to avoi.l danger of shortage in 
supply. 


-o- 


Remember your old customers first. When condi 
tions are such that it comes to choosing between your 
that 


ones you want to 


When the 


new ones see that such is your policy, they will under 


old customers and the new 
make sure of, supply the old ones first. 


stand that if they become steady customers they will 


get the same faithful services. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 











SELLS GREAT MANY THERMOS BOTTLES 
AND LUNCH KITS THROUGH AID OF 
FORCEFUL WINDOW DISPLAY. 


The germs of the vacation fever are now begin- 
They are planting themselves in 
The 


ning their attacks. 
the minds of all the people, old as well as young. 





Bottles 
HARDWARE RECORD Window Display Competiton. 
Hardware Company, Erie, Pennsylvania. 


Window D'splay of Thermos and Lunch Kits, 


remarkable part about the situation is that the vic- 
tims make no attempt to combat the effects which 
these germs produce. No one thinks of summoning 
Instead, the germs are permitted to do 
their work unmolested, until the victim is left in such 


a condition 


a doctor. 


one who has 
feasted on the lotus plant, as far as doing any work is 
concerned, 


that he is as efficient as 
Business affairs are put aside, and the 
victim prepares to go to the country with his family, 
or to take long motor trips, or to take part in picnics. 
Different people are affected in different ways. There 
is one peculiar effect which the germs of this fever 





Awarded Honorable 


produce. Contrary to the germs which bring on other 
forms of sickness, these germs give their victims an 
enormous appetite. Of all the preparations which th 
victims make, the most careful ones are for the pro 
viding of lunch. In fact, one can eat much more 
when he is out on an excursion to get away from the 


germs than at any other time. 


Mention in AMERICAN ARTISAN AND 


Arranged by H. W. Goeller for the Erie 


However, it is impossible to take along the desired 
|_Like- 
wise, it is burdensome to haul the necessary utensils 
in a trunk. 
vised lunch kits in which it 
only an ample amount of food, but also all the uten- 
Man’s ingenuity 
has even gone so far that he is able to take along liquid 


lunch without something in which to carry it. 


To solve these difficulties man has de- 


is possible to carry not 
sils required to consume that food. 


food, such as coffee, and keep it at the proper heat. 
This is made possible by an article known as the 
Thermos Bottle. 


The lunch kit and the thermos bottle are indispen- 
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sable on vacation trips. Consequently, the hardware 
dealers who sell these articles can make many sales if 
they exercise a little judgment in their selling meth- 
ods. One of the most effective ways of selling these 
articles is to arrange an attractive window display, 
such as the one shown herewith. This exhibit is both 
neat and forceful. The prominence given to the price 
cards shows that the dealers understand one of the 
chief principles in the business of selling. This dis- 
play was arranged by H. W. Goeller for the Erie 
Hardware Company, Erie, Pennsylvania, and was 
awarded Honorable Mention in AMERICAN ARTISAN 
AND HARDWARE Recorp Window Display Competi- 
tion. Mr. Goeller is now with the William K. Tool 
Company, Pawtucket, Rhode Island. 

The background was made of Compo board, painted 
white, and was divided into six panels by the use of 
lattice strips painted with gold bronze. In each of 
these six panels was a smaller panel finished with dull 
red paint and a border of gold picture molding. 

Pedestals were draped with blue outing flannel. The 
floor was also draped with this material. 

The draperies at the top of the background were 
red velvet. 

The Erie Hardware Compzny informs us that dur- 
ing the time that this display lasted there was a rec- 
ord number of sales made of the articles on exhi- 


bition. 
---e<-—_—____- 


VIRGINIA INVENTOR GETS PATENT FOR 
A DOOR LOCK AND A LOCK. 


Under numbers 1,264,224 and 1,264,225, United 
States patent rights have been granted to Orion K. 
Tillman, Horner, West Virginia, for a door lock and 
a lock described herewith: 

Number 1,264,224: In a lock, the 
combination of a lock case, a bolt 
slidably mounted therein, means 
for projecting or retracting the 
bolt, the bolt having a V-shaped re- 
cess in its upper edge, a thumb 
lever mounted above the bolt and 
adapted to engage the said recess, 
said thumb lever being provided 
with a rib on one side and a trans- 








verse shoulder at one end, and a 
dog having a groove in one face adapted to engage the 
said rib to hold the lever in engagement with the bolt 
and having its end adapted to bear against the end of 
the lever and engage the transverse shoulder to hold 
the lever out of engagement with the bolt. 

1,264,225. Number 1,264,225: In a lock, the 
combination of a slidably mounted 
gravitating bolt having a central long- 
itudinal web provided with a substan- 
tially V-shaped notch in its lower 
edge, a step on one side of the bolt, 
and a tumbler pivotally mounted 
above the bolt and having a reduced 
end adapted to rest on said step in 
one position of the bolt and engage 
against the step in another position of 
the bolt. 
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IS A USEFUL HOUSEHOLD ARTICLE. 


The many uses to which it can be put make the 
Schroeter Number 10 Almond and Vegetable Grater. 
shown in the accompanying illustration, a most valu- 
able household article, the manufacturers 
This grater is made by the Schroeter 


declare 






Brothers Hardware Company, 7 
Avenue, St. Louis, Mis- 


7-719 
Washington 
The company claims that this 
for grating 


souri. 
grater may be used 
almonds, for cakes and so forth: 
horse radish, for table use ; pota- 
toes, for potato pancakes ; cocoa- 
nuts, for cakes forth; 


cheese, for macaroni and cheese; 


and so 


pine apples, for fruit salad and 
and 


Schroeter Number 10 
Almond and Vegetable 


so forth; turnips, carrots, 
The claim is also 
it is 


Grater, Made by 
Schroeter Brothers 
Hardware Company, 
St. Louis, Missouri. 


light, strong, and durable, and is a perfect working 
device. A special feature of this grater is the perfor- 
ated drum which is discernible in the illustration. It 


other foods. 
made for this grater, that 


is said that the grater is a sanitary article, as may be 
seen from the ease with which it can be cleaned. By 
simply unscrewing the set-screw from the handle, the 
grating drum can be removed to allow thorough clean- 
ing. Hardware dealers may obtain full information 
regarding this grater by writing to the Schroeter 
srothers Hardware Company, 717-719 Washingtor 
Avenue, St. Louis, Missouri. The company gets out 
a booklet describing the different kinds of graters 
which it manufactures, and also containing a number 
of recipes. The hardware dealer may distribute these 
booklets to his customers and thus help increase the 
sale of the graters. 
Jiinmeniensene 


PROCURES OFFICIAL REGISTRATION FOR 
FIVE TRADE MARKS. 


Under serial numbers 106,202, 106,203, 100,204, 
106,206, and 106,208, United States registration- has 
been granted to the Keystone Steel and Wire Com- 
sartonville, Illinois, for the trademarks 
The Com- 


pany, South 
shown in the accompanying illustrations. 






106,204 | 


“RUTHLESS” | 


L 
106.206 


KICKAPOO” wu: 


> 








106,208 


“DEFENDER 


pany claims use on all of these trademarks since May 
5, 1917, and the claims were filed September 12, 1917. 
The particular description cf goods is barbed wire, 
fence wire and wire fence. 

“*- 


What is dishonorable is, as a rule, also dangerous. 
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WAR SERVICE MEETING OF HARDWARE 
MANUFACTURERS’ IS ANNOUNCED. 


The secretary of the American Hardware Manu- 
facturers’ Association, F. D. Mitchell, in a special 
circular to the members calls attention to the import- 
ance of the first annual Convention of the Hardware 
Manufacturers’ Organization for War Service which 
is to be held in Atlantic City, New Jersey. He writes 
as follows: 

“On Monday, May 27, 1918, we will learn direct 
from the Washington office of the Organization for 
War Service how hardware manufacturers can best 
give practical service to the Government. On Tues- 
day, Wednesday and Thursday following we will 
learn how in some measure to handle the present in- 
tricate problems of production and distribution and 
how to preserve our industry and the good will so 
carefully built up, and at the same time say ‘yes’ to 
every request for service which Uncle Sam calculates 
is necessary quickly to end the war. 

“While the Hardware Manufacturers’ Organization 
for War Service and Our Association are separate 
and distinct bodies, patriotism as well as similarity of 
business interests indicates a more than ordinary unity 
of acton in helping to make the world safe for Democ- 
racy. Because of this unity ef purpose and action 
we note with gladness the rapid growth of the Or- 
ganization for War Service. We are gratified that 
it las equipped itself so rapidly as well as thoroughly 
to care for the imperative, varied and immense needs 
We are proud to have been in- 
We heartily 
approve of the decision of so many of our. members 


of our Government. 
strumental in its conception end growth. 


to join this new, temporary movement to strengthen 
the help which our Association has been so willing 
and anxious to give to the army of industry, in its 
efforts to back up our boys in the trenches and on 
the seas. 

“The Organization for War Service 
secure for its Convention, speakers of international 


expects to 


reputation. 

“It has extended to both the members of the South- 
ern Hardware Jobbers’ Association and our Associa- 
tion a cordial invitation to attend its Convention. Just 
as the members of the Organization who wish to re- 
main over for our Convention will be made to feel 
very much at home, so you will be welcomed and 
shown every courtesy at the Organization Conven- 
tion. 

“If the weather man follows the end-of-May prece. 
dent, this Convention week at ‘The Playground of 
America’ will charm us with warm balmy days. This 
is an ideal time for a brief vacation—and why not 
bring along friend wife with her knitting and love of 
sunshine—let her try the war bread of The Traymore, 
Marlborough-Blenheim or some other of the hundreds 
of hotels? Why not reserve accommodations from 
Saturday afternoon, May 25th, until the close of our 
Convention ? 

“Why not drink in the ozone and bask in the sun- 
shine of Sunday, renew your love of freedom and 
country on Monday—join hands with that friendly 
jobber on Tuesday—listen to thoughts on business 
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problems on Wednesday and Thursday, and turn 
homeward on Friday with that inner content that ca: 
only be purchased by time well spent in duty to coun- 
try, friend and business ?” 

ACQUIRES PATENT FOR ARTIFICIAL BAIT 
AND HOOK. 


William A. Cleveland, Ohio, has obtained 
United States patent rights, under numbers 1,264,621 


and 1,264,627, for an artificial bait and hook and an 


loss, 


artificial bait described herewith: 
Number 1,264,626: In a fishing device, 
the combination of an artificial minnow, a 
Hexible strip extending across a portion 


of said body, a fish hook secured in the 





body and a clamping member pivoted to 
said body, having a loop at its front end 
and a member extending longitudinally of 
and on the outer side of the strip and pro- 
vided with means to lock on the hook to 
hold the strip on the body. 
Number 1,264,627: 
‘ In a fishing device, 


264,627 Ste : 
1.48 the combination of a 


body comprising a 
pair of transversely 





extending clamping 
members, a fish hook secured to said body, a substan 
tially flat freely flexible strip extending and being free 
to wiggle rearwardly of the hook and having its front 
end extended to be clamped flatwise between said 
transversely extending members, and means to cause 
the rear extension of the tail-piece to wiggle. 
iieecnnise 


CLOTHES WRINGER WITH ENCLOSED 
GEAR HAS SELLING ADVANTAGE. 

It requires no profound reasoning to perceive that 

a clothes wringer whose gears are enclosed has a sell- 
ing advantage over the old type of wringer in this 
that no grease or oil can get from the bearings on the 
rolls nor on the clothes. Hence, the rolls are more 
likely to last longer, inasmuch as oil or grease has the 
effect of rotting the rubber and shortening the period 
of its usefulness. Moreover, grease and oil soil the 
clothes and thus 
cause extra 


work and con- 


ic | ANCHO , 
A NUTR 
=. siderable annoy- 

ance. 


The 


Brand, 


Anchor 
guaran- 
ball- 
bearing Clothes 
illus- 


teed steel 
Wringer, 

trated herewith, 
made by the 


Lovell \lanu- 

Anchor Brand Wringer, Made by facturing Com- 
Lovell Manufacturing Company, ‘ Erie 
Erie, Pennsylvania. pany ot UTI, 


Pennsylvania, possesses the desirable feature o/ en- 


closed gear. In addition, the pressure screws, clamp 
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screws, and steel ball-bearings of this wringer are 
electro galvanized, thus insuring the mechanism 
against rust. The electro galvanizing process is said 
to be applied to the screws after the threads are cut, 
thereby rendering doubly certain the efficiency of the 
protection. 

The manufacturers claim that a superior grade of 
rubber is used in the rolls, so that they have the 
proper elasticity to do good wringing and the strength 
to wear well. So confident are they of the justice of 
this claim that they guarantee their wringers, accord- 
ing to class, from three to five years. Dealers who 
appreciate the selling value of such a guarantee are 
advised to write to the Lovell Manufacturing Com- 
pany, Erie, Pennsylvania, for catalogs and other 
particulars. 

+2 


SATISFACTION IN SHEATHING PAPER IS 
DESIRABLE QUALITY. 


Hundreds of persons who use the word “satisfac- 
tion” have only a more or less ‘vague idea of what it 
They fail to grasp its full significance 
s well, therefore, 
This is 


really means. 
when applied to a commodity. It 
to set forth its definition in precise 
particularly helpful in acquiring a clear understanding 
of what the Brown Company (formerly Berlin Mills 
Company) of Portland, Maine, intends to convey when 


terms. 


employing the expression in connection with its “Berm- 
ico” builders’ sheathing paper. 

According to philologists and dictionary makers, the 
central thought in the word “satisfaction” is repose of 
mind resulting from compliance with its desires or 
demands. A thing is said to be satisfactory when it 
yields content, and especially when it relieves the mind 
from doubt or uncertainty ard enables it to rest with 
confidence. 

Hence, the claim of the Brown Company that its 
various kinds of builders’ sheathing paper give satis- 
faction means that they remove all doubt of their 
serving the purpose for which they are intended—that 
they will last as long as the building upon which they 
Strength, toughness of fiber, and durability 
When to 
these advantages is added moderateness of price, the 


are used. 
of material are all implied in this assertion. 


Company’s claims are well worthy of investigation by 
dealers. A postal request will bring full particulars, 
if addressed to the Brown Company (Formerly Berlin 
Mills Company), Portland, Maine. 


-eo 


SCREEN DOOR HINGE IS NECESSARY IN 
PREPARING FOR FLY SEASON. 





Practically everyone is familiar with the dangers 
The Board of Health in 
every city sends out warnings to the people to keep the 


which the fly season brings. 


flies out of their homes. 
ness. 


Flies carry disease and sick- 
They are our enemies, and their attacks must 
be met by careful preparation. One of the first things 
that the housekeeper does in the way of preparing for 
the fly season is to put up ascreen door. It often hap- 
pens, however, that the purpose for which the door is 
put up, namely, to keep out the flies, is defeated be- 
cause of a poor screen door hinge. It is evident, there- 
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fore, that it is of no avail to put up a screen door un- 
less a good screen door hinge is used. 
One of the 
screen door hinges is the Num- 
Ideal Detachable Hold 
Hinge, shown herewith, 


most efficient 
ber 16 
sack 

affirms the Stover Manufactur- 
ing Company, lreeport, Illinois, 
the manufacturers of this hinge. 
It is claimed by the company 
that the built 
strong and has the cornucopia 


hinge is extra 





Number 16 NMetachable 
Hinge, Made by the 
Stover Manufacturing 
Company, 


design, which is said to be the 


most popular ever used on 


Freeport, Illinois. 


screen door hinges. This hinge 
is applied the same as the regular screen door hinge, 
but when the door is to be taken down, the small but- 
ton is given a quarter turn which will unlock the hinge, 
leaving the main part on the door and the small plate 
and button on the door casing. The button turns on 
the notched incline, and tightly locks the hinge to the 
small plate so that the entire weight of the door is said 
to fall on the plate which is securely fastened with 
screws. It is declared that there are no loose parts to 
get lost. Hardware dealers may acquire particulars 
regarding this door hinge and also of the other hard- 
ware specialties which the Stover Manufacturing Com- 
pany makes by addressing this concern at 719 East 
Street, Freeport, Illinois. 
oo 


OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


26,967.—A group of prominent manufacturers and mer 
chants in France, who have formed an association for the 
purpose of promoting French foreign trade, desires to be 
placed in communication with American manufacturers and 
exporters of manufactured products with a view to securing 
an agency for the sale of the same. Correspondence may be 
in English. References. 

26,969—A manufacturer in Switzerland wishes to secure 
an agency for the sale of tools and implements. Correspond 
ence may be in English. References 

26,899.—An agency is desired by a man in Algeria for the 
sale of automobile horns, tires, joints, all kinds of automobile 


accessories, etc Correspondenc e should be in French Ref 
erences. 

26,907.—An agency is desired by a man in South Africa 
for the sale of window glass. Correspondence may be in 
English. References 

P26 O08 \ firm in England desires to purchase cement, 


corrugated iron, and other building materials. These goods 
are desired for the [uropeans in the Kongo. Quotations 
should he made f. o. b. New York. Payment will be mad 
against invoice, after delivery at New York, by New York 
bank. Reference 

26,909.—A firm in France is in the market for twist 
drills, taps and reamers, breast drills, wrenches, pliers, grind 
stones and machines, files, back saws, locks, hoop-binding ap 
paratus, and all kinds of new machines or tools. References 

searepaietilllithinctiariieetaisiiitiai 


3e not arrogant when fortune smiles, nor dejected 


when she frowns. Make the best of everything. 
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LICENSE FOR ALL TRADING IN 
FARM IMPLEMENTS. 

For the purpose of prohibiting unjust profits, re- 
sales within the trade, and attempts to obtain a 
monopoly, and in order to regulate importation, manu- 
facture, and storage, and to punish food law violators, 
a proclamation has been signed by the President which 
requires all individuals, partnerships, associations, and 
corporations, except those specifically exempted by 
the food control act, engaged in the importation, 
manufacture, storage, and distribution of tools, uten 
sils, implements, machinery, and certain other farm 
equipment, to secure Federal licenses not later than 
June 20, 1918. Inasmuch as this proclamation affects 
hardware dealers engaged in such trade, we append 
herewith the regulations contained therein: 


Regulation 1. The term “farm equipment,” where- 
ever mentioned in these regulations, shall be deemed to 
mean certain necessaries, including attachments and 
repair parts thereof, required for farm use in the act- 
ual production of foods and feeds, as follows: Bind- 
ers, boilers, brooders, bunchers, carriers, carts, clean- 
ers, covers, crushers, cultivators, diggers, distributors, 
drills, elevators, evaporators, fencing, forges, forks, 
fountains, gates, graders, grinders, grindstones, har- 
rows, harvesters, headers, hillers, hitches, hullers, 
huskers, incubators, jacks, listers, loaders, markers, 
milkers, mills, mowers, pens, pickers, planters, plows, 
powers, presses, pullers, pulleys, _ pulverizers, 
pumps, racks, rakes, rollers, scales, seeders, separators, 
shellers, shredders, silos, sleds, slings, sorters, sowers, 
sprayers, spreaders, stalls, stanchions, tanks, tedders, 
testers, thrashers, towers, tractors, trailers, troughs, 
trucks, wagons, weeders, weighers, windmills, and all 
other tools, utensils, implements, and machinery re- 
quired for farm use in the actual production of foods 
and feeds. 
Regulation 2. 
proclamation of the President of May 14, 1918, to en- 
gage in or carry on any business of importation, manu- 
facture, storage, or distribution of any farm equip- 
ment, shall be prepared by the law department, license 
division. United States Food Administration shall 
have the signature of the Secretary of Agriculture af- 
fixed, and shall not be transferable. 
Each licensee shall give to any rep- 


Licenses required, pursuant to the 


Regulation 3. 
resentative designated for the purpose by the Secre- 
tary of Agriculture, whenever the said representative 
shall so require, any information concerning the busi- 
ness of the licensee. Such information shall be in 
writing or otherwise, and with or without oath or af- 
firmation, as the said representative may require. 
Written reports, when rep- 
resentative, shall be made on blanks furnished by 
the Department of Agriculture, giving complete in- 
formation regarding or affecting transactions in any 
farm equipment, which is imported, manufactured, 
packed, purchased, contracted for, received, sold, 
stored, shipped, or otherwise handled, distributed, or 
dealt with, by the licensee, or which is on hand, in the 
possession, or under the control, of the licensee, and 


requested by = said 


any other information concerning the business of the 
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licensee that such representative may require from 
time to time. 
Regulation 4. 
business hours, permit any representative of the Sec- 
retary of Agriculture, designated by him for the pur- 
pose, to enter the place of business of such licensee 


Each licensee shall, during ordinary 


and inspect any and all property stored or held in 
possession or under the control of the licensee and al! 
records of the licensee. All necessary facilities for 
such inspection shall be extended to the said repre- 
sentative by the licensee and his agents and servants. 
Said representative shall be the President’s duly au- 
thorized agent for the purposes of this regulation. 
Regulation 5. Each licensee shall keep such rec 
ords of his business as shall make practicable the veri- 
fication of all information given by him under these 
regulations. 
Regulation 6. No agent or employee of the United 
States shall, without the consent of the licensee con- 
cerned, divulge or make known in any manner, while 
he is such agent or employee or thereafter except to 
such other agents or employees of the United States 
as may be required to have such knowledge in the reg- 
ular course of their official duties, or except in so far 
as he may be directed by the Secretary of Agriculture 
or by a court of competent jurisdiction, any facts or 
information regarding the business of any licensee 
which may come to the knowledge of such agent or 
employee through any examination or inspection of 
the business or accounts of the licensee or through any 
information by the licensee pursuant to these regula- 
tions. 
Regulation 7. 
facture, store, distribute, sell, or otherwise handle any 


A licensee shall not import, manu- 


farm equipment on any unjust, exorbitant, unreason- 
able, or discriminatory and unfair commission, profit, 
or storage charge. 

Regulation 8. <A licensee shall not reseil any farm 
equipment within the same trade without reasonable 
justification. 
tification, especially if tending to result in a higher 
market price to the retailer or consumer, will be 


Any such resale without reasonable jus- 


deemed to be a wasteful practice. 

Regulation 9. A licensee shall not buy, contract 
for, sell, store, or otherwise handle or deal in any farm 
equipment for the purpose of unreasonably increasing 
the price or restricting the supply of any such com- 
modity, or of monopolizing, or attempting to monopo- 
lize, either locally or generally, any such commodity. 

Regulation 10. A_ licensee shall not knowingly 
commit waste or willfully permit preventable deterio- 
ration in connection with the production, importation, 
manufacture, storage, distribution, or sale of any farm 
equipment. 

Regulation 11. Each licensee shall report in writ- 
ing to the Secretary of Agriculture, within ten days 
thereafter, any change of address, or any change in 
the management, control, ownership, or character of 
the business of the licensee. 

Regulation 12. A licensee shall not, without the 
express sanction of the Secretary of Agriculture, sell 
any farm equipment to any person engaged in the busi- 
ness of selling or utilizing such commodity or any de- 
rivative therefrom, if the licensee has knowledge that 
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such person, after this regulation has become effective, 
has violated the provisions of the aforesaid act of Con- 
eress, approved August 10, 1917, by making an unjust 
or unreasonable rate or charge in selling or otherwise 
handling or dealing in such commodity or by holding, 
contracting for, or arranging for a quantity thereof in 
excess of the reasonable requirements of his business 
tcr use or sale by him for a reasonable time. ° 
Regulation 13. 
leading representation which tends to enhance the 


A licensee shall not make any mis- 
price of any farm equipment. The issuing or making 
public of market quotations, or any statement to any 
person regarding the price at which any farm equip- 
ment is being sold, which quotation or statement can 
not be verified either from the records of such licensee 
or from the records of other licensees, shall be con- 
sidered as making such a misleading representation. 

Regulation 14. The words used in these regula- 
tions shall be construed to import the singular or 
plural, as the case demands. The word “person,” 
wherever used in these regulations, shall include indi- 
viduals, partnerships, associations, and corporations. 

Regulation 15. The general rules and regulations 
as to food commodities, effective November 1, 1917, 
as amended, under the food control act, shall not apply 
to farm equipment. 

In accordance with my proclamation of May 14, 
1g18, and pursuant to the authority conferred on me 
by the act of Congress, approved August 10, 1917, en- 
titled “An act to provide further for the national se- 
curity and defense by encouraging the production, con- 
serving the supply, and controlling the distribution of 
food products and fuel,” the foregoing regulations are 
hereby prescribed and promulgated to govern persons 
licensed to engage in and carry on any business of im 
portation, manufacture, storage, or distribution of 
farm equipment. 

Done in the District of Columbia this 14th day of 
May, 1918. Wooprow WILSON, 

President. 
ney 
REPUTATION OF MANUFACTURERS IS 
BACK OF CLAIMS FOR PRODUCTS. 

When a manufacturing company which has had 
very little experience in its particular line advances 
certain claims of superiority for its products the buy- 
ing public is inclined to be somewhat doubtful as to 
the strength and truth of these claims. Of course, 
every firm has to have a beginning, and the mere fact 
that it is just starting out in business should not pre- 
vent it 
claims. 


from receiving a fair chance to prove its 
However, it is only natural that when a man- 
ufacturing company has already established a repu- 
tation for products of exceptionally high quality, any 
claims which it makes for a particular line of goods 
should carry great weight with the buyers. 

For example, when a firm like the Richards-Wil- 
cox Manufacturing Company, Aurora, Illinois, says 
that its products possess certain qualities, the people 
who use those articles regard those claims with a 
great deal of respect for their veracity. This com- 
pany has had over a half century of experience in 
manufacturing. The that its door 


company claims 





AMERICAN ARTISAN AND HARDWARE RECORD 





29 





hangers, one type of which is illustrated herewith, 
possess the qualities of strength, durability and ease 
of operation. It is ready to back up its claims with 


its reputation. The manufacturers declare that hard- 





Richards-Wilcox Door 


Hanger, 
Manufacturing Company, Aurora, 


Made by Richards-Wiicox 
Itlinois. 


ware dealers will be able to derive great profits from 
the sale of these door hangers. Particulars will be 
gladly supplied by the Richards-Wilcox Manufactur- 
ing Company to all hardware dealers who address it 


at the main office, Aurora, [llinois. 
ee 


GOVERNMENT: BELIEVES IN PUBLICITY. 


The most liberal user of printer's ink in the United 
That he has faith in advertis- 
The 


Office at Washington is one of the largest and most 


States is Uncle Sam. 
ing is daily in evidence. (government Printing 
completely equipped in the world and the amount of 
literature of all kinds sent cut by that establishment 
is almost incalculable. Every one of the departments 
draws on this establishment for printing of all kinds, 
aside from stationery, and Congress alone uses more 
printing for general distribution than many of the 
newspapers of this country send out. 

While a considerable amount of the work the Gov 
ernment printery is called upon to turn out is what 
might be termed “booster” literature for statesmen 
who desire to retain their jobs, yet the kind sent forth 
for the several departments other than Congress is of 


The 


reau of the Census, and the Geodetic Survey each keep 


genuine worth. \gricultural Department, Bu 
the public informed in matters of benefit and this may 
be truly termed as advertising of the legitimate kind. 

It might be said that the literature sent out from 
the three departments mentioned is pure advertising, 
but it is of the kind that counts, so far as the general 
public is concerned. Like a newspaper the Depart 
ments of Agriculture, Census, and Geodetic Survey 
disseminate information which is well worth printing, 
and Uncle Sam has never drawn a tight line on either 
in the matter of the information sent out. This is in 
dicative of the fact that the (nited States Government 
believes in advertising. 

“ee 


\ wise man makes more opportunities than he find 
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IS SUREST WAY TO REACH CUSTOMER. 


Merchants, purchasers, and the public at large, will 
join in saying that this is the age of judicious adver- 
tisers. Everybody of any intelligence knows that to- 
day the wise man who has something to offer the pub- 
lic gets as close to that public as he possibly can, and 
experience proves that the best, surest and quickest 
way to reach the right person is through the columns 
of the press. This fact is beyond questioning. 

Careful study of present day conditions will readily 
show that comparatively few persons see a card or 
poster, and still fewer, those who happen to see them, 
pay little, if any attention te them. Various methods 
have been employed in advertising, but, after they 
have all had their trial, it is finally decided that the 
newspaper talks to thousands, where any other method 
does not appeal to more than a dozen at the most. 
Only recently, a prominent zuthor pointed out that it 
is the same, whether your offering be of a material or 
a story, the newspaper is the only medium for adver- 
Time will change most anything. It has 
The church, a few 


tising it. 
made a change in churches, too. 
years ago, did not have to advertise, but today is the 
age of judicious advertising, and it has become neces- 
sary to appropriate a part of the plate collection to 
advertising in order that the running expenses may 
be covered.. This fact shows that the church may 
profit as much as the merchant, and the progressive 
church is now displaying its progressiveness in a rec- 
ognition of the fact that the newspaper is the only 
medium in which to distribute announcements. 
TT 
OBITUARY. 
Edward D. Morley. , 

One of the oldest active hardware dealers in the 
United States passed away May 2oth in the person 
of Edward D. Morley of Saginaw, Michigan. He 
was born in Painesville, Ohio, February 9, 1839, and 
received his education in the schools of his native 
town. At the age of 18 years he went to Western 
Reserve College, then located at Hudson, Ohio. In 
1857 he went to Davenport, lowa, where he worked 
In June, 1863, he went to Sagi- 
the late 


four years in a store. 
naw, Michigan, where with his 
George W. Morley, he bought an interest in the hard- 
The business pros- 


brother, 


ware business of Anton Schmitz. 
pered and two years later the brothers bought out 
their partner and established the firm of Morley 
Brothers, now one of the largest hardware concerns 
in that section of Michigan. 

Mr. Morley was married in Chicago, October 9, 
1871, to Miss Helen I*rances Kelley, and they imme- 
diately established their home at 1330 South Jefferson 
Avenue, Saginaw, Michigan, which continues as the 
family residence. To them were born five children: 
‘Albert J. Morley of Aberdeen, Washington, Walter 
K. Morley of Ooconomowoc, Wisconsin, and Ralph 
C. Morley, Mrs. C. H. Glaize and Paul F. H. Morley, 
All of Mr. Morley’s children have 


married and founded homes and his last vears were 


all of this city. 


made especially happy by the affection lavished upon 
him by his 19 grandchildren. 
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COMING CONVENTIONS. 





Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel, Atlantic City, New Jersey, May 29, 1918. George H 
Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

. American Hardware Manufacturers’ Association, Tray- 
more Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918, 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Automobile Accessory Jobbers, 
The Homestead, Hot Springs, Virginia, June 10, 11, and 12. 
1918. Commissioner, William A. Webster, 1813 City Hall 
Square Building, Chicago, Illinois. 

National Association of Sheet Metal Contractors, Mil- 
waukee, Wisconsin, June 11, 12, 13 and 14, 1918. Edwin L. 
Seabrook, Secretary, Philadelphia, Pennsylvania. 

National Warm Air Heating and Ventilating Association. 
Milwaukee, Wisconsin, June 12, 1918. A. W. Williams, 
Secretary, Columbus, Ohio. 

N~»*tional Retail Hardware Association, Cedar Point, Ohio, 
June 18, 19 and 20, 1918. M. L. Corey, Secretary, Argos, 
Indi na. 

Hardware Association of the Carolinas, Asheville, North 
Caroina, June 25, 26, 27 and 28, 1918. T. W. Dixon, Secre- 
tary, \liai.otte, 1,ortn Carolina. 





RETAIL HARDWARE DOINGS. 


Arkansas. 

The Cwens-Jolly Hardware Company of Monticello 
will move to the Allen Hotel building and will add a com- 
plete line of furniture. 

Ilinois. 

Wallace, Wallace and Sollers, Elvaston, dealers in hard- 
ware, implements, etc., have dissolved partnership and are 
now succeeded by Wallace and Son. 

Indiana. 
Hardware Company, lafayette, has been 


The Johnson 
Johnson, 


incorporated with a capital of $25.000 by Ashley C. 
William W. Johnson and John C. Johnson. 
lowa. 
Guy Roper will open a hardware store in Harvey 
Kansas. 

E. P. Preston has purchased Mrs. Viola Harvey's build- 
ing at Muscotah and will occupy the lower floor with a stock 
of hardware. 

R. B. Horner has bought the hardware, implement and 
grocery stock from M. From at Cambridge. 

Minnesota. 

\. P. Nelson has sold his interest in the Storden Hard- 

ware Company at Storden to his partner, Walter Larsen. 
Missouri. 

T. Van Ausdel has disposed of kis store at Revere to 
C. E. Lucas. 

T. G. Klepper of Lathrop will conduct a hardware store 
at Turney. 

J. W. McManus has bought the hardware business of 
Manning Brothers at Conway. 

Nebraska. 

The Waco Mercantile Company, Waco, dealers in hard- 
ware, implements, harness, etc., owned by Schletke and Wil- 
kin, was destroyed by fire with a loss of $16,000. The in- 
surance is $10,000. 

T. E. Layton and Son have opened a hardware and im- 
plement business in Havens. 

North Dakota. 

John Christensen has sold his hardware store at Ludden 
to J. E. Scott and Company. 

Oklahoma. 

Greever-Putnam Company, Hockerville, 
large stock of hardware. 

South Dakota. 
Pryor will engage in the hardware business at 


is putting in a 


B. T. 

Troy. 
Washington. 

The hardware store of R. B. Smith at Prescott was de- 

stroyed by fire, the loss being $7,500. It was half insured. 
Wisconsin. 

The Geigel Hardware Company has sold its stock at 
Madison to Fred Boss and John Nilles. The new name will 
he Boss and Nilles. ' 

The hardware store of Julius G. Graef at 587 Downer 
Avenue, Milwaukee, was destroyed by fire with a loss 0 
$1,000. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








NATIONAL ASSOCIATION AUTOMOBILE 
ACCESSORY JOBBERS PLANS 
INTERESTING SESSIONS. 


In view of the fact that no one man is competent 
to deal successfully with the problems of so wide- 
spread and important a business as that of the auto- 
mobile accessory jobbers of America, the necessity for 
discussion and co-ordinated action 


collective upon 


vital issues is beyond dispute. Hence, the Spring 
Meeting of the National Association of Automobile 
\ccessory Jobbers, which is to be held at The Home 
stead, Hot Springs, Virginia, June 10 to 14, 1918, 
will be of more than ordinary importance to everyone 
concerned, 

At this convention as on previous occasions, ad- 
mittance to the Convention Hall will be by the regu- 
lar current membership card. Only delegates or al- 
ternates of record as provided with these cards will 
be entitled to a vote in the general sessions, which are 
to be conducted in the ball-room of The Homestead. 
Suitable 


entertainment during the day and in the evenings, in 


The ladies are especially invited to attend. 


keeping with the times, will be provided, such as a 
tour through the country, cards, dancing, moving pic- 
tures, vocal and instrumental music. There will also 
be golf and tennis tournaments, details of which will 
be announced on the program. 
~o- 
MIXTURE OF KEROSENE AND GASOLENE 
FOR AUTOMOBILES IS PLANNED AS 


WAR CONSERVATION MEASURE. 


In order to combat the enemy's attempts to rule 
the air, our country and our allies must have a great 
number of aeroplanes. And in order to operate these 
aeroplanes we must have gasolene. Many automo- 
bile owners do not seem to realize how vital the neces- 
sity for increasing the supply of gasolene is. The 
\llies look to the United States for the gasolene to 
keep their aeroplanes going. It is estimated that they 
use 1,000,000 gallons a day. Now that our country 
is building aeroplanes at a rapid rate, the supply of 
gasolene to be consumed will be increased consider- 


ably. It is evident, therefore, that the strictest con- 


servation measures must be adopted. Our country 
produces about 7,000,000 gallons of gasolene daily. 


The commercial cars use about 1,400,000 gallons and 
the passenger cars about 2,200,000 gallons. The I*uel 
Administration realizes that the consumption of gaso- 
lene by metor cars must be reduced considerably in 
order to supply the aeroplanes. Consequently, it is 
considering a plan to compel pleasure cars to use a 
mixture of one-half gasolene and one-half kerosene. 
If this plan is adopted, the Fuel Administration be- 
lieves that enough gasolene would be saved in this 


country alone to supply the aeroplanes of the Allies. 
Autoists should comply with any measure which tends 
to conserve gasolene and should do everything in their 
power to help our country and our Allies. Hardware 
dealers who handle automobile accessories should im- 


press this on their customers. 





PLANS ARE UNDER WAY TO SIMPLIFY 
TIRE AND RIM SIZES. 


At a joint meeting of the cirectors of National Au- 
tomobile Chamber of Commerce and the War Service 
Committee of the Rubber Industry in New York, 
formal approval was given by the motor car builders 
to. the plan for simplifying and standardizing pneu 
matic tire and rim sizes, in accordance with the sug 
gestion of the Commercial Economy Board of the 
Council of National Defense. 

When the plan becomes operative the number of 
sizes and styles of tires manufactured and carried m 
stock, to the ultimate benefit of the makers, dealers 
and customers, will be reduced from approximately 
two hundred to twenty-eight, thus conserving manu 
facturing facilities, reducing capital invested in raw 
materials and finished product, and giving better serv- 
ice to automobile owners by eliminating a majority 
of the sizes and styles now required. The schedule 
calls for seven sizes of rims and nine sizes of pneu- 
matic tires, adequate to equip any motor vehicle up 
to a two-ton truck. 

The tire men requested the conference with the 
National Automobile Chamber of Commerce and were 
able to show the advantages of standardization in such 
a way that prompt approval was given to the plan, the 
adoption of which will be recommended to all auto 
mobile manufacturers. 


-& 
a 


REMODELING OF OLD CARS INCREASES 
SALE OF AUTO ACCESSORIES. 





There are some hardware dealers selling automobile 
accessories who profess alarm over the reported de 
crease in the manufacture of new cars. It may be 
true that automobiles will not be manufactured at the 
same rate this season as in the last few years. There 
may even be a slight decline in their production for 
pleasure or business purposes. But, there is nothing 
in this state of affairs to alarm hardware dealers. It 
should be remembered that if second-hand or old cars 
are used more extensively this season, there will be a 
demend for automobile accessories at as great a rate 
as in other seasons. The old cars will have to be 
remodeled and repaired and will require many new 
accessories. Hardware dealers, therefore, may dispel 


their fears and not lose any sleep worrying about the 


Cecrease in new cars. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpfui Hints for the Advertisement Writer 











One of the many schemes to which the enemy prop- 
agandists resort is their mad attempt to block a suc- 
cessful prosecu- 
tion of the war 


by our Govern- 
ment is to try to 
discourage the 
advertising and 
K i dl 


use of commodi- 


PITTSBURG h'DW'E CO. 


JACK LINDBURG, Prop. 





ties necessary to 
the 
struggle. 


carry on 
great 
They call mer- 
do 


chants who 


such advertising 
selfish and tell 
them that it is 
wrong to take a 
selfish advantage 
of the fact that 
the country is en- 
gaged in a war. 
However, just as 
their other tricks 
are being discov- 
ered, so are busi- 
ness men finding 
out their pur- 
pose in spreading 
such views 
among dealers 
advertise 











who 


war necessities. Suppose that a merchant handles 
such commodities, advertises them extensively, and 
thus makes many sales and great profits. What does 
Simply that a large number of articles 
will enable the users to con- 


If the dealer profits by 


this mean? 
have been sold which 
tribute in winning the war. 
making many sales, he deserves what he has earned. 
He is neither unselfish nor unpatriotic. He would be 
considered disloyal only in the case that he charged 
exorbitant prices for his goods. However, as long as 
he charges reasonable prices for the commodities, 
selling and advertising them constitute a patriotic act. 

or example, many hardware dealers, in compli- 
ance with the request of Gur Government that the 
people plant war gardens, are giving such articles as 
seeds prominent places in their advertisements. Many 
firms devote their copy exclusively to this commod- 
ity at frequent intervals. One of these firms is the 
Pittsburgh Hardware Company whose advertisement 
is reproduced herewith from the Pittsburgh Daily 
Headlight, Pittsburgh, Pennsylvania. While the copy 
is not as good as it might be, being too vague and 
indefinite, the company is to be commended for ad- 


vertising such a commodity. 








A neat, well attended lawn in front of a house is 
not merely pleasing to look at, but it actually adds 
to the value of the house. For this reason landlord: 
encourage their tenants to co-operate in the matter 
and arrange as nice a lawn as the space will permit. 
The tenants, on their part, enjoy working on a lawn 
because it improves the appearance of the neighbor- 
hood. However, anyone who has ever tried his hand 
at planning a lawn knows that it means considerable 





are here. We have a 
good stock of the Keen 
Kutter and Oak Leaf 
Lawn Mowers. The prices are al- 
most the same as last year. Grass 
Baskets, Lawn Rakes, Dandelion 
Spuds.. .Be prepared and take care 
of your grass before it gets too big. 
Call and see us. 


Newman Hardware 
Co. 


200 East Broadway 





care and requires various implements such as, for 
example, a lawn mower, a rake, a grass basket, and 
so forth. Furthermore, and what is of great im- 
portance, the implements must be good or else the 
lawn will be a hard task instead of a source of recrea- 
tion and pleasure. 

Hardware dealers, therefore, who sell and adver- 
tise good implements for this work will be rewarded 
with large profits. This is especially true if their 
advertisements of the implements are effectively 
arranged. The advertisement of the Newman Hard- 
ware Company, reproduced herewith from the \/on- 
mouth Daily Atlas, Monmouth, Illinois, is a striking 
example of this kind of copy. The three illustrations, 
two of standard brands of lawn mowers, and one of a 
well known rake, besides making the subject matter 
more interesting to the reader, help the appearance 
of the advertisement to a great extent. They serve 
to keep it well balanced throughout. 

The copy states that the prices are the same as the 


year before. It would be better to state them 
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HEATING AND VENTILATING 












ANSWERS PRINCIPAL OBJECTIONS TO 
WARM AIR HEATING SYSTEM. 

In the attempt to gain the favor of house owners, 
the manufacturers of steam and hot water heaters 
are forever raising arguments against the warm air 
heating system. Most of these arguments are not of 
sufficient consequence to waste time answering them. 
However, in order to keep the heaters 
informed on the subject and to prevent them from 


users of 


forming incorrect ideas the warm air heater men take 
the time to answer the principal objections to their 
system, raised by the makers of hot water and steam 
heaters. This is the nature of the discussion sub- 
mitted herewith by an advocate of the warm air heat- 
ing system. It answers conclusively the main argu- 
ments of the opposition. 

The popularity of warm air heaters for heating 
and ventilating buildings of every description has 
increased ten-fold in as many years, and to-day it is 
generally conceded that they represent one of the best 
modern heating methods. 

Their ready adaptability to almost every condition, 
and their moderate cost as compared with other sys- 
tems, particularly commend them to the builders of 
homes. 

Naturally, manufacturers of steam and hot water 
apparatus are constantly seeking to discredit warm 
air heaters in favor of their systems; and their prin- 
cipal arguments are based on the assumption that heat 
from steam and hot water radiators is moist, clean 
and more healthful than that generated by the warm 
air heater system. This is not true. In substantiation 
we cite, first, the fact that in buildings especially 
designed for drying cotton, wood, lumber and other 
materials, steam is invariably used. Second, in steam 
heated dwellings the fresh air—if it is admitted at all 
—must come from out of doors, just as it does when 
a warm air heater is used ; and thirdly, it is an accepted 
fact that air cannot enter a room without displacing 
part of the volume already there. A warm air heater 
can heat only by finding an outlet into the certain 
rooms above ; and it is obvious that a constant renewal 
of fresh, wholesome air must follow. 

With steam and hot: water systems there is no air 
The air becomes stagnant and unwhole- 
some; and, as there is no provision either for its 


circulation. 


escapement or the admission of a new supply, it must 
become apparent to thinking persons that the condi- 
tions produced are anything but healthful. 

In addition to the cost of erecting and maintaining 
steam and hot water systems, we may mention these 
The length of time required in starting: 
the difficulty of obtaining moderate heat in mild 


objections : 


in the case of 


weather ; the liability of freezing and 
steam 


the danger of explosion. 


GIVES FACTS ABOUT VENTILATION. 


The subject of providing the proper amount of 
ventilation is one which concerns not only those who 
are directly engaged in the heating and ventilating 
business, but which affects everyone else as well. Any 
knowledge which can be obtained on the subject should 
be read carefully. Dealers and installers especially 
must acquire a good deal of information in order 
that they may be able to give their customers helpful 
advice. The facts contained in the following para- 
graphs on this important subject are well worth read- 
ing. 
thoroughly versed on the matter of supplying the 


They are presented by a company which is 
necessary amount of ventilation. 

An adult person vitiates ten cubic feet of air per 
minute. A lamp or gas jet fouls as much as three 
mén, or thirty cubic feet of air per minute. Suppose 
a medium-sized sitting room with four people and two 
gas jets—the air must be changed every fifty minutes 
to keep it pure. 

As air is heated it expands and becomes lighter per 
cubic foot. If the air is heated equally it remains at 
rest after expansion; but if hot air is in the presence 
of cold air, the latter, by reason of its greater heavi- 
ness, forces its way down and drives the hot air up. 
The moving force of air currents is the greater weight 
of the colder air. 

This, then, is the means by which foul air is driven 
out and pure air put in its place. Pure external air 
will always drive out foul air if you give it a chance. 
the 


steel 


The air around air heater is heated by 
with the the 


through the cold-air box, and forces the hot air up 


warm 


contact and cold air is drawn 


the pipes. The rising air in turn drives all before it, 
provided there is a continuous open passage from the 
warm air heater to the top of the ventilating shaft. In 
its course it enters a room through a large register ; it 
must have nearly as large an escape opening through 
which to continue its journey. 

In a room (which may be treated as an enormous 
enlargement of the pipe from war air heater to venti- 
lating shaft) the air arranges itself according to its 
temperature—the hottest lies along the ceiling, the 
coldest along the floor. The hottest is the newest and 
purest. The coldest is the oldest, and therefore the 
foulest. The air is gradually cooling from contact with 
the walls and windows. When hot air enters a room, it 
rises at once to the ceiling and spreads across it. If 
there is an escape there, an open window or a ventila- 
tor, it goes out, leaving the cooler foul air almost 
undisturbed. Irom this we see that a window slightly 
open at the top may cool a rcom, but not purify it. 

Air once entering a room, if there be no escape near 
the ceiling, comes slowly down the closest wall and 


crosses the room to the ventilating opening, or fire 
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place, which should be opposite the inflow of warm 
air. This escape air is warmer than outside air. So 
that if the ventilator or flue is large and smooth, and 
not too cold, it will increase the draught (as the mov- 
If either the hot-air 
ventilation 


ing force is commonly called). 
register or fire-place is closed, then all 
ceases, except such as leaks through the doors and 
Hot air may be perfectly pure and cold air 
The thermometer is therefore 


windows. 
may be very impure. 
no guide to purity. 

In a dwelling the demands for ventilation are readily 
met without overheating the room. But in a church, 
hall or school-room there is great danger of overheat- 
ing while properly ventilating. In all such cases there 
should be arrangements for admitting a large volume 
of air at a comparatively low temperature. A room 
filled with people, and once warm, needs a large quan- 
tity of slightly-warmed air. The people themselves 
are an important source of heat. 

It is hardly necessary to add that the air supply 
should be perfectly pure. A leaky warm air heater 
which, under any circumstances, contributes smoke or 
gas to the air-flues, is a great injury to health and 
comfort. The warm air heater should be absolutely 


gas tight, and must have a full supply of cold air. 








EXPLAINS THE ADVANTAGES OF WARM 
AIR HEATERS IN THE HOME. 


So persistently have the advocates of steam and 
hot water heating systems for the home urged their 
claims for the superiority of these systems upon the 
householder, that some unsuspecting people are apt to 
be misled into believing them. However, we are glad 
to state the system of warming the home by warm 
air heaters does not lack its defenders, who are at all 
times ready and able to answer the arguments pre- 
sented by the opposition. In the following paragraphs 
is an exposition of the superiority of the warm air 
heating system, advanced by a manufacturing com- 
pany of wide experience: 

Shall my house be heated by steam or hot water or 
warmed by a warm air heater? Thousands are decid- 
ing this question every day. Each system has its ad- 
vocates. Each system has its advantages and disad- 
vantages. 

It is not our purpose to oppose steam and hot water 
heating. The warm air heating system has been in 
existence much longer than either steam or hot water. 
Much greater opportunities for discovering faults have 
been afforded. The result is that seventy-five warm 
air heaters are installed every year to one steam or 
hot water boiler. 

Whenever a warm air heater has proved unsatis- 
factory it can invariably be traced to improper man- 
agement, poor construction, improper installation or 


some local cause which would lead to similar results 


under any other system. 

The warm air heater heating system furnishes 
warmth very quickly after the fire is started. On chilly 
days a very little fuel makes the house comfortable. 
With steam systems the expense of starting the boil- 
ers is too great for such days, as enough fuel must be 
burned to create steam. 


The warm air heating sys- 
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tem has the advantage both in fuel consumption and 
convenience. 

The warm air heating systems provide for free cir- 
culation of large volumes of air. The other systems 
provide for limited air circulation. They also make it 
necessary to look out for the explosion of boilers, the 
snapping and pounding of pipes or the freezing up 
and bursting of pipes and radiators. [or the home 
the warm air heater is still far in the lead. 


+ 


VARIETY OF FUEL MAY BE BURNED IN 
BUTLER WARM AIR HEATER. 





What is declared to be a strong talking point in 
selling the Butler Warm Air Heater to farmers is 
that it burns soft coal, slack, or wood without requir 
ing any changes in the grate. In the case of wood, 
say the manufacturers, two-foot lengths may be laid 
horizontally and the firepot can be filled to capacity 
and full efficiency developed. The fire door is 11x12 
inches and for burning wood 13x15 inches, either size 
of fire door allowing the removal of interior parts 
without dismantling the warin air heater. The ashpit 
is said to be deep and roomy artd the firepot to have 
a firebrick lining. 

The F. B. Zieg Manufactvring Company of Fred- 
ericktown, Ohio, has taken over the manufacturing 


and sale of the Butler Warm Air Heater which is 


stated to have been on the market for more than 
a 
&, 2 2, 
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Butler Warm Air Heater, Made by the F. B. Zieg Manufacturing 
Company, Fredericktown, Ohio. 


twenty years. This warm air heater, which is shown 
in the accompanying illustration, was invented by Cliff 
M. Switzer of Butler, Ohio, who has charge of its 
manufacture under the present Company. One of 
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the advantages claimed for the Butler Warm Air 
Hiecater is that the products of combustion are forced 
to travel horizontally through a V-shaped radiator 
which is made of pure ingot iron, thus presenting a 
long and quick-acting radiating surface. 

Dealers who make business connections with the 
manufacturers of this Warm Air Heater are assured 
by the F. b. Zieg Manufacturing Company of the 
benefits of a service department maintained by the 
Company to render them every assistance in develop- 
ing and closing sales. Full particulars of this fea- 
ture of the connections together with descriptive lit 
erature and prices may be had on request. 


RADIATING MANIFOLD 





IS FEATURE OF 


In outlining the advantages of the Forbes Warm 
Air Heater which it manufactures, the Tubular Heat- 
ing and Ventilating Company, Philadelphia, Pennsyl- 
vania, calls particular attention to the radiating mani- 
fold. 
tive 
radiating manifold in the back. 
state that this feature appeals: to 
They claim that by its use the heat that- would other- 
wise go up the chimney is extracted and retained, and 
the heated air is forced through the house, leaving 
only sufficient heat in the smoke and gas to create a 
good draft, and in this way the Forbes Warm Air 
Heater is said to produce a large volume of heat with 


i” 


The accompanying illustration gives a perspec- 
warm air heater the 
The manufacturers 


view of this and shows 


coal consumers. 
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Perspective View of Forbes Warm Air Heater, Showing 
Radiating Manifold in Back. Also Baffle Plate Around 
Ash Pit. Made by Tubular Heating and Ventilating 
Company, Philadeiphia, Pennsylvania. 


a comparatively small amount of coal. It is declared 
that in this heater all the cold air must pass between 
the flues of the radiator, which is placed on the back 
of the heater, near the bottom. Each vertical flue of 
the radiator is said to be provided with solid extended 
Wings or fins. 
is declared to be immense. 
the manufacturers that the entire radiating surface 
of the fire pot, dome, smoke neck, avd manifold is 
much greater than ordinarily found in a warm air 


The radiating surface thus provided 
In fact, it is claimed by 
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heater. The radiating manifold of this heater is said 
to be made exclusively of cast iron, and as there are 
no joints in the flues, is claimed to be absolutely gas 
tight 

Dealers and installers who desire further informa- 
tion regarding the radiating manifold, or any other 
feature of Warm Air Heater should 
address the Tubular Heating and Ventilating Com- 


the Forbes 


pany, 232 Quarry street, Philadelphia, Pennsylvania. 
SAYS POORLY CONSTRUCTED CHIMNEY 
IS OFTEN THE SOLE CAUSE FOR 
CONDEMNING HEATING PLANT. 


Whenever a warm air heating plant is condemned 
there is a tendency on the part of some people to 
believe that the entire system is a failure. However, 
this is not the case. It has been found by investigation 
after the condemning of a warm air heating plant, that 
the trouble was not with the heating plant, but was due 
to a poorly constructed chimney. Consequently, we 
append herewith some advice to deaiers and installers 
regarding the chimney. This advice is given by a firm 
which is well acquainted with the methods of install- 
ing warm air heaters, and which is well authorized to 
discuss the subject: 

A poorly-constructed chimney is frequently the sole 
The 
draft of the warm air heater depends entirely upon 
the chimney, and the better the chimney the more 


cause for the condemnation of a heating plant. 


successfully the warm air heater will do the required 
work. 

The warm air heater flue should be entirely separate 
from any other flues in the chimney and should be 
absolutely tight. The warm air heater chimney must 
extend from a point at the cellar floor near the furnace, 
and go perfectly straight all the way to a point above 
trees, and other 


the roof, clear of surroundings, 


obstructions to draft. The flue should be clesed abso- 
lutely tight about twelve inches below where the smoke 
pipe enters. A tight fitting cleanout door can be put 
in the flue below the smoke pipe opening. The 
the warm air heater flue should not be more than one 


size of 


third broader one way than the other. [For example, 


an &x& inch flue is much better than one 4x16 inches 
in size. 

A good draft does not mean simply one that will 
burn paper freely in the smoke pipe. Paper may burn 
freely when coal will not. If the fire burns slowly, 
and soot hangs to the warm air heater, it 1s because 
of poor draft. Should trouble occur with the warm 
air heater, the draft should be thoroughly investigated 
heating 


before any complaint is made against the 


apparatus. 
“*- 


TELLS HOW TO BURN SOFT COAL AND 
PRODUCE PROPER COMBUSTION. 


Soft coal is considered a desirable fuel because 


of its comparative cheapness and because of the ease 
and quickness with which it responds. However, 
very often no special provisions are made for proper 
combustion and the saving desired is offset by the 
trouble in handling and the cisastrous effect of smoke 


and soot upon the house furnishings. It is, therefore. 
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necessary to understand how to obtain a high degree 
of efficiency with soft coal before any saving can be 
accomplished. For this reason we append herewith 
a discussion submitted by a manufacturer of warm 
air heaters, on the subject of soft coal as a fuel, 

All varieties of coal contain more or less volatile 
matter, which is given off before actual combustion 
begins. The amount given off by anthracite coal is so 
small that it usually escapes notice. But in bituminous, 
or soft coal, volatile matter constitutes from 15 to 40 
per cent. This consists largely of carbon compounds, 
which are vaporized before the coal becomes hot 
enough to burn. These compounds exude from the 
coal as it grows hot; and, if not properly taken care 
of, pass off into the chimney in the form of a dense 
black smoke. Smoke is, therefore, a direct waste of 
fuel. Carbon as it becomes cooled is precipitated in 
the form of a soft, sticky dust called soot; it is 
deposited upon the inner surface of the radiator, flues 
and chimney and adds greatly to the labor of clean- 
ing. When bituminous coal is thrown into the warm 
air heater it becomes heated; but before it begins to 
burn, these gases are given off, and unless means are 
provided to consume them, they escape through the 
chimney. This represents a very considerable loss. 

Properly to consume and derive material benefit 
from the gas and soot liberated by combustion, it is 
necessary to admit air above the fire. Air, or oxygen 
in air, is the essential element producing combustion. 
To produce perfect combustion, a certain quantity of 
oxygen must be supplied to the carbon liberated and 
exposed to the flame. This intensifies the flame, 
ignites immense quantities of hydro-carbon gases aris- 
ing from the free burning fuel, and creates almost 
perfect combustion. 





MERCHANDISE HAS NEWS VALUE FOR 
THE AVERAGE CUSTOMER. 


Are business men realizing more and more that ad- 
vertising is news and is read as news—if made inter- 
esting? That is a question which is the better an- 
swered if the questioner will put himself in the other 
fellow’s place. The desire to buy well is universal. 
Money, bank accounts, savings, thrift, prosperity— 
these are all incentives. The consumer, the buyer, 
who can learn of “bargains,’ whether a farm, or 
calico, or an investment, or a job, is eager to improve 
the opportunity. He may hear of it by word of mouth 
from a neighbor or a friend, or he may see it in a 
newspaper ; it is all the same to him; it is “news,” and 
the kind of news he is interested in. That is the secret 
of successful advertising—give the public what it 
wants and it will “sit up and take notice” quickly. 

If the Associated Press did not send out interest- 
ing news, people would not read it and the association 
would soon have the dry rot. In like manner, adver- 
fail of its purpose if it made 
Therefore, the better it is prepared and 
made to fit the conditions of the circle of readers who 


tising will is not 


“newsy.” 


are to be reached by the newspaper in which it is 
printed the greater the efficiency of the service because 
the greater the interest awakened in the topics dis- 


cussed, 
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An advertisement in the local newspaper takes the 
display windows of the store out through all th: 
streets of the city and the highways of the country, 
to be seen by all who buy and all who have wants ani 
necessities to be supplied. It does even more than that 
the advertisement creates new wants, arouses new dc- 
sires and leads to increased buying and consumption. 
Advertising in a paper has a similar effect with th: 
result of increased purchase and more numerous buy 
The thing is to make the advertising attractive 
in other words, newsy. 


ers. 


“*e- 


TRIPLE CASING SYSTEM SAVES FUEL. 


If any particular feature of a warm air heater 
tends to eliminate the wasting of heat and actually 
effects a saving in the fuel bill, it is worthy of com 
mendation. 
and installers is called by the Modern Way Fur- 
nace Company, Fort Wayne, Indiana, to the casine 
construction of its Modern Way Warm Air Heater, 

Y aA an illustration of 


For this reason, the attention of dealers 


which is herewith 
presented. The man 
ufacturers maintain 
that they use triple 
casings, so designed 
that there is the leas: 
amount of 
The hoods 
are said to be of the 


latest 


possible 
friction. 


tapering or 
cone shape construc 


tion. A very impor 
tant feature which 
the company claim: 


for this heater is that 
the casing, which is 
made of heavy galva- 





nized iron, passes en 
tirely around _ the 
warm air heater back 
of the cast iron front, only cutting out for the feed 


Way Warm Aijir 


Modern 
Made by the Modern Way Fur- 
nace Company. Fort Wayne, 
Indiana. 


Heater, 


chute. It is declared that this casing does not bolt or 
fasten to the cast iron front, thus eliminating almost 
entirely the possibility of heat escaping in the cellar. 
Inside this is said to be another casing or jacket made 
of annealed black iron. This is declared to be con- 
structed to resist the heat, and also to provide a dead 
air space, making the escape of heat practically im- 
The manufacturers maintain that with the 
cold air entirely surrounding the warm air heater, no 
heat can escape in the cellar. As a result a great 
saving in fuel is said to be effected. 
stallers may procure details regarding this and other 
features of the Modern Way Warm Air Heater, by 


possible. 


Dealers and in- 


addressing the Modern Way Furnace Company, |‘or* 
Wayne, Indiana. 


<a> 
> 





A book you rent or borrow is like a transient guest 
in your home, to be gone in the morning and forgot- 
ten. The book you own is your abiding guest, vour 
friend forever, your daily occupation in hours of 
meditation and of pleasant recreation. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR FINIAL. 


BY 0. W. KOTHE. 
On residences finials are designed in a great many 


different shapes. The side and front elevation in this 


curve f-g and step off below side elevation as f’-g’. 
By dropping lines from side elevation the pattern for 
sides is developed the same as the former pattern. 
The little urn placed on top of the finial is developed 


the same as a square miter. But first the curve c-i 





drawing gives one 
design. It will be 
observed that the 
front and back 
of the 
are 


curvature 
side elevation 
different, 
save much extra 


and to 


work in drawing 
the plan the pat- 
terns can be devel- 
oped as follows: 

First draw the 
side elevation, 
making the curva- 
ture a-b as desired. 
The same with the 
curvature of back 
c-d. Then draw 
the tront elevation 
naking the curva- 
ture f-g to suit the 
width of bottom 
and sides of top. SIDE ELEVATION 
The roof line is of f- 





course drawn the 





very first so we 
have something to 
work on. Now di- 
vide the curve a-b 











of side elevation 











PATTERN FOR 
BACK 
























































into any number 

of equal parts, 7 in a 

this case. From 

each of these + —< 
points project hor- g' 7 < a _ a 
izontal lines cut- : SID E PATTERNS FRONT 





ting the back c-d 








and the front ele- 
vation. The patterns may now be developed. 

For the pattern of the front pick the stretchout 
from the curve a-b and set off below front elevation 
as a’-b’. Draw stretchout lines and from each point 
in the curve f-g drop lines into stretchout cutting 
those of similar number. Trace a free hand line 
through these points and the pattern is finished. The 
pattern for back is laid out in identically the same 
way, by picking the stretchout c-d-e from side eleva- 
tion and placing it as c’-d’-e’. When lines are erected 
you have the shape of pattern as shown. To develop 
the side pattern, pick each space separately from the 


Patterns for Finlal. 

is divided into equal parts. This girth is stepped off 
above as i-i’. When lines are projected into stretchout 
the pattern is finished. Laps should be allowed on the 
side patterns to facilitate soldering and make it a 
stronger job. 


“ee 


Business is but a means to an end, It is but the 
occupation by which you are to exercise and develop 
your God-given qualifications and talents. It is the 
arena in which you are to practice day in and day out 
for the great race of the world—the successful life. 


Walter H. Cottingham. 
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GIVES NAMES OF THE DELEGATES FROM 
ST. LOUIS TO SHEET METAL 
MEETING IN MILWAUKEE. 


All arrangements have been completed for a record- 
breaking delegation of sheet metal contractors and 
their ladies from the two associations of St. Louis, 
Missouri, to the Fourteenth Annual Convention of the 
National Association of Sheet Metal Contractors of 
the United States which is to be held in Milwaukee, 
Wisconsin, June 11, 12, 13, and 14, 1918. The fol- 
lowing members have been chosen to represent the 
Sheet Metal Contractors’ Association of St. Louis, 
\lissouri, at the Convention: 

Delegates. 

le. B. LANGENBERG, 

()rro Kk, Ciuss, 

Ifenry WAND, 

Alternates. 

Crist SODEMAN, 


Joun F. Ruru, 

A. Tf. I.ARSLER. 

The Sheet Metal Consumers’ 
tion of St. Louis, Missouri, has elected the follow- 


Protective Associa- 


ing delegates and alternates, in addition to Krank 1. 
Higgins and Julius Gerock who, by virtue of their 
offices in the National Association, are entitled to rep- 
resent the organization : 
Delegates. 
11. W. SyMONDs, 


RANK T. BOKERN, 
M. A. WILSDORF. 


Alternates. 
WALTER WIMMER, 


WILLIAM 

A. H. GRUENDLER, 

The combined delegations will arrive by way of the 
Iinois Central Railroad in Chicago Sunday morning, 
June oth, and will spend that day and the following 
Monday until noontime in Chicago, with headquarters 


KOELSCH, 


at the Brevoort Hotel. Reception committees from the 
local associations will, it is reported, meet the incom- 
ing delegates and make their brief sojourn in Chicago 
as pleasant as possible. 

—aniiapeen 


ILLINOIS SHEET METAL CONTRACTOR 
ANSWERS CALL TO COLORS. 


In a letter his friends and customers, M. Dillen- 
seger, a sheet metal contractor of Belleville, Illinois, 
announces that he has answered the call to the colors 
and has closed his shop for the duration of the war. 
The document is brief and inspiring and bears the 
headline, “I Hear the Bugle Calling Me.” It runs 
as follows: 

“To My Friends and Customers: I take this means 
of informing you that after May 18, 1918, I will 
cease to carry on the business of Tinner and Sheet 
Metal Work. I have accepted another job. Uncle 
Sam has asked me to be one of his valiant band and 
help lick the Kaiser. 

“So I am going to do my duty to my country and 
my flag. Therefore, I ask my patrons to excuse me 
for a while. I hope that when I come back they will 


assist me in again taking up my business where I left 
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off. 
back because it’s going to be the Kaiser's funera]— 
not ours.” 


We are going to win this war. We are coming 


+ 


ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO APPOINT DELEGATES TO 
NATIONAL CONVENTION. 





The vital need of organization and concentrated 
effort at the present time among all members of the 
sheet metal trade was emphasized at the monthly meet- 
ing of the Allied Sheet Metal Contractors’ Association 
of Chicago, Illinois, held on Tuesday, May 21, 
at the Hardware Club of Chicago. [rank R. Cooke, 
the energetic secretary of the Association tersely ex- 
pressed this sentiment. He declared that if there ever 


IQIS, 


was a time when enthusiasm in the Association should 
be displayed, that time is right now. He pointed to 
the existing conditions and said that it is mighty hard 
for anybody to get along and that co-operation is 
needed now more than it ever was. 

A keen interest was manifested by all the members 
in the coming convention of the National Sheet Metal 
States. The 
convention will take place June 11, to June 14, 1918, 
in Milwaukee, Wisconsin. 
chairman, A. E. Detwiler, appoint three delegates and 


Contractors’ Association of the. United 
It was voted to have the 


three alternates to the convention. It deemed 
advisable to have the officers attend the National Con- 


vention, inasmuch as they have charge of the business 


Was 


of the organization. Accordingly, therefore, the chair- 
man made the following appointments : 
Delegates. 

A. k. DerwiLer, Presiden‘. 

KF. R. Cooke, Secretary. 

JouNn PETERKIN, Treasurer. 

Alternates. 

©. M. Bates. 

EuMit. RENISCH. 

W. W. Rockwoopn. 

It is urged upon all the members of the Allied Sheet 
Metal Contractors’ Association of Chicago that they 
attend the Milwaukee Convention for their own per- 
sonal advantage, and not rest satisfied with being rep- 
resented therein by delegates. In the very nature of 
things it will be impossible for the delegates to render 
a report sufficiently exhaustive to give the same advan- 
tages as would be derived from personal attendance at 
the sessions. It goes without saying that the forth- 
coming Convention of the National Sheet Metal Con- 
tractors’ Association of the United States will be the 
most important meeting ever held by that organiza- 
tion. Hence, no progressive contractor can afford will- 
ingly to absent himself from its deliberations. 


o> 


SHEET METAL CONVENTION COMMITTEE 
WANTS DEFINITE DATA. 





In order that all who attend the Fourteenth Annual 
Convention of the National Association of Sheet 
Metal Contractors of the United States in Milwaukee, 
Wisconsin, June 11 to 14, 1918, may find suitable ac- 
commodations and good service, the Convention Com- 
mittee requests delegates to send in their cards at 
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once and to make hotel reservations without delay. 
Vaul L. Biersach, chairman of the Committee, de- 
clares that much of the success of such a meeting de- 
pends upon the frame of mind in which the delegates 
find themselves. The mental attitude, in turn, de- 
pends upon the physical condition, so that if the dele- 
gates are not comfortable or are inadequately housed 
or poorly fed they are not likely to put the same de- 
gree of energy and enthusiasm into the proceedings 
as they would in more favorable circumstances. Con- 
sequently, the Convention Committee is desirous of 
procuring the best of everything for the material well- 
being of those who attend the annual meeting of the 
National Association of Sheet Metal Contractors of 
the United States. It is important, therefore, that 
the Committee be supplied with definite data for this 
purpose. It stands to reason that better results can 
be obtained by knowing in advance precisely what 
accomimodations are required than by guessing at the 
approximate number likely to be in attendance and 
arranging accommodations merely on such a_ con- 
jectural basis. 


oe 


GOOD SHEET METAL REQUIRES SOUND 
MATERIAL AND WORKMANSHIP. 





The variations in the value of sheet metal products 
are due, first, to differences of material and, second, 
to inequalities of workmanship. .\ foun- 
dation that is poorly constructed cannot 
safely be used as a basis, and money 
spent in working on poor material 1s 


thrown away. The products of the 
3erger Manufacturing Company are 


very well-known, both for their excel- 
lent workmanship and high-grade ma- 
terial. There is a great demand for the 
use of sheet metal in some form, as it 
is cheap and durable, and easy to apply 
New buildings are being erected and old 
Sheet 
also used for various decorating pur- 


Sheet 


ones repaired with it. metal is 
poses or as proof against fire. 
metal products such as roofing, siding, 
ceiling, etc., are natural substitutes for 
wood and other such materials, both im 
the construction of temporary and per 
manent buildings. The berger Manu 
facturing Company of Canton, Ohio, 
manufacture many kinds of sheets for 





yarious oses such j et: indow 
Conductor Pipe, Y2T0US purposes such as metal windo 


Made by frames and sash, conductor pipe and 
Berger . 

Company, —_—_ eaves trough, which to be made properly, 
Manufacturing 


Canton, Ohio. require extra soft galvanized sheets. 
Their regular stock coated with a fine, bright spangle 
is also said to be of good quality, making it especiall) 
well suited for such work as refrigerator construc 
tion or something similar. In the accompanying illus- 
tration is shown a piece of conductor pipe manufac 
tured by this Company which is made in various sizes 
Number 28 and 29 gauge are made 
in 10 foot lengths; number 27 gauge and heavier are 
made in 8 and 10 foot lengths. When 


packed in skeleton crates, 250 feet of one size are in 


and materials. 


these are 
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All sizes from 2 to 6 inches can be nested 
Dealers can secure further information 
serger 


a crate, 
in one crate. 
and catalog of these products by writing the 


Manufacturing Company, Canton, Ohio. 
*e- 


OBTAINS PATENT FOR CORNER BEAD. 


William H. Klauer, Dubuque, Iowa, has procured 
United States patent rights, under number 1,204,812, 
for a corner bead described herewith: 

As an article of manufacture, a 
corner bead comprising a sheet of 
metal bent longitudinally at substan- 
tially right angles to form wings and 
rounded at the bend to form a tube 
with the ierminal edges of the tube 
abutting and the wings extending di- 
rectly therefrom, the sheet of metal 
being stamped to provide edgewise 
extending fngers spaced apart along 





1,264,812 : 3 
the free edges of the wings and be- 


ing inclined toward one end of the sheet of metal, the 
the 
therethrough for respectively receiving a plastic body 


wings and fingers having plural perforations 

and attaching nails, the later being adjustable im the 

desired perforations of the fingers for securing the 

same to the adjacent underlying portions of the laths. 
a 


MANUFACTURING EXPERIENCE COUNTS. 


No amount of theorizing, be it ever so cleverly 
thought out, can take the place of practical experience. 
The files of the United States Patent Office at Wash- 
ington, D. C., are crowded with descriptions and 
claims of inventors which are theoretically sound and 
correct. Many of the devices for which patent rights 
have been granted appear to be the very acme of per- 
fection, lervid dreams of astonishing revolutions in 


accepted mechanical processes have been dreamed 


upon the inventions. Strange to relate, however, very 
few of theg, comparatively considered, ever work out 
in practice. 

Nearly half a century of experience, coupled with 
intelligent and careful workmanship, can be rightfully 
urged as reasons for 
giving 
the soldering furnace 


attention to 


manufactured by 
Solder- 


( ompa- 


the ‘Burgess 
ing lurnace 


ny of Columbus, 
hio, one of which 
is shown in the ac- 





Made illustra- 


Soldering Furnace, 
by Burgess Soldering Furnace 
Company, Columbus, Oh’'o. 


Burgess companying 


tion. Standards of 


excellence, both as regards material and con- 
struction, have been consistently maintained and 


steadily improved, by the company during the long 
years it has been engaged in the manufacture of sol 
dering furnaces. It is said that the company takes 
particular pride not only in its past achievements but 
also in keeping strictly up to date in everything which 
concerns its various products. Information and 
prices may be obtained by writing to the Burgess Sol- 


dering Furnace Company, Columbus, Ohio, 
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Company Has the Distinction of Being Composed 
Exclusively of Sheet Metal Workers. 








‘rom a military as well as an emotional point of 
view, a spirit of rivalry is much to be desired in the 
prosecution of the world-redeeming war which we 
as a people have undertaken with characteristic Amer- 
ican altruism. The passions are by no means repre- 
hensible when used to feed the fires of patriotism. 
Jf properly directed, emulation between different 
branches of the trade or industry works out to the 
general advantage of the Nation. While it is true 
that no genuine American fights solely for the words 
of praise, the medals of honor, and the croix de guerre 
which are so highly esteemed by their recipients, 
nevertheless these symbols of brave deeds and noble 
sacrifices are recognized as having a psychologic influ- 
ence as powerful in its way as the work of a 42-centi- 
meter gun. Indeed, even a certain amount of highly 
motived jealousy between groups of fighting men in 
the same military unit is worth fostering because of its 
good effect in sustaining the morale of our soldiers. 

In the belief that men in other branches of the 
metal trades, including the warm air heater industry 
and the hardware business, may be aroused to a 
healthy envy that will express itself in an effort to 
surpass what has already been done by others, the 
photographs on the opposite page are reproduced with 
the information that they show a company made up 
exclusively of sheet metal workers from the Captain 
to the latest enlisted private. Under the rules of mili- 
tary censorship, it is not permitted to give the name, 
personnel, or location of this Company of sheet metal 
workers. But the mere statement of the fact that all 
these men are practical mechanics, inspired by the 
same lofty purposes and eager to serve their country 
with every ounce of energy in their bodies and evéry 
bit of skill and intelligence which they possess, ought 
to be sufficient to spur other mechanics to follow their 
example. 

A close scrutiny of the faces in the photographs will 
disclose the fact that most of the men of this Company 
In other words, the majority of 
Only one 


are of mature years. 
them appear to be beyond the draft age. 
conclusion can be deduced from this, namely, that 
these men have voluntarily entered the services of 
their country. How much this signifies in actual sac- 
rifice, financially and morally, cannot be stated in pre- 
cise figures or words. Certain it is, however, that the 
sheet metal workers who have thus offered themselves 
of their own free will to our Government counted the 
cost and were glad to know and realize that they were 
doing something worth while for the Flag and the 
freedom of the world. 

The enormous activities of our Army and Navy 
coupled with the increasing number of men in both 
branches of the service call for an almost unimagina- 
ble amount and variety of mechanical equipment. No 
one can distinctly picture to himself a million persons. 


Working eight hours a day and pronouncing each 
numeral in full, it would take more than a year to 
count from one to a million. Such a vast number of 
men engaged directly or indirectly in the business of 
war require a tremendous quantity of supplies, ammu- 
nition, artillery, and means for handling and repairing 
the countless items of equipment. 

Consequently, our Government is in constant need 
of skilled mechanics during these feverish times of 
war and preparation for war. Under a despotic au- 
tocracy—such as the hellish Prussian system which 
we are going to wipe out of existence before we quit 

it would be a simple matter to secure the needed 
mechanics. The men would be ordered into service 
whether they were willing to go or not. They would 
have no voice in the matter nor any choice of occu- 
pation or place—and practically no chance for promo- 
tion from the ranks. It would not make any differ- 
But in a 
great and free Republic such as ours, the Government 
relies upon the patriotism and enlightened devotion of 


the citizens for the necessary enlistments. 


ence that they were beyond military age. 


There are, no doubt, many men past the draft age 
in the metal trades who would gladly volunteer for 
actual fighting on the battle fronts of Europe. But 
few of them could successfully pass the rigid exami 
nations to which they would be subjected. Minor 
physical defects which in no way lessen their efficiency 
in the shop would bar them from the trenches. But 
there are opportunities for high patriotic service be- 
hind the lines and at home as well as abroad—a service 
without which the men in the trenches would be use- 
less. [or this purpose thousands of trained mechan- 
ics are urgently needed. Hence from time to time, 
AMERICAN ARTISAN AND HARDWARE REcorD publishes 
appeals from various departments of the Army calling 
for volunteers in the mechaiical branches. Those of 
our readers who are desirous of emulating the example 
of the sheet metal workers whose photograph appears 
on the opposite page will find many opportunities af- 
forded them to do so. 

Special emphasis is put by President Wilson upon the 
fact that every one who aids our Army and Navy—no 
matter in what kind of service—is doing a_praise- 
worthy and patriotic work. The mechanic who keeps 
the engines of an aeroplane in good condition is just 
as essential to the war in the air as the pilot who guides 
the machine and the expert who operates its gun. 
Without repair shops there can be no efficient mainte- 
nance of equipment. The men, therefore, who do the 
skilled and unskilled labor necessary to keep our fight- 
ers going at the front are helping win the war as truly 
as the soldier who goes “over the top.” Every citizen 
worthy of freedom’s heritage will be eager to do his 


utmost for the victory of our troops. 
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OUTLINES SUPERIOR ADVANTAGES OF 
METAL ROOFING. 


Authentic instances can be cited in abundance 
where metal roofing has been in use continuously for 
thirty or forty years to the unqualified satisfaction of 
all concerned. This means that good protection and 
reliable service were derived from the same metal dur- 
ing the period of an average generation. It is gen- 
erally conceded that immense progress has been made 
in the production of improved metal roofing and siding 
during the past twenty years. Consequently, there is 
stronger reason today to say that such products as 
the Apollo Formed Metal Roofings and Sidings made 
by American Sheet and Tin Plate Company, Pitts- 
burgh, Pennsylvania, will last a long time and give 
even better service than similar products of a genera- 
tion ago. 

A phase of the metal roofing question which has 
not received the emphasis and attention which it de- 
serves, is that metal full weight sheets, such as the 

3 “Apollo Roofing,” shown in the ac- 
companying illustration, possess the 
quality of being 
According to 


very desirable 
clean and sanitary. 
the statement of its manufacturers, 


this is an important feature where 


. 


ne 
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‘ water from roofs is run into cis- 
‘64 4 terns. Metal roofs have a smooth 
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clean and free from dirt, leaving 
nothing to wash into the cistern. 
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Users of cistern water are pleased 
to find how much cleaner the water 
is than that from shingle, gravel, or 
composition roofs which are re- 
tentive of dirt and foreign matter. 

Attractive catalogs and descrip- 
tive literature may be had by writ- 
ing to American Sheet and Tin 
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Apollo Roofing 
Sheets, Manufac- 
tured by American 

Sheet and Tin 

Plate Company, 

Pittsburgh, 

Pennsylvania. 
Plate Company, Pittsburgh, Pennsylvania. 
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STEEL CASK FOR SHIPPING STOVE PIPE 

INCREASES PROFITS FOR DEALERS 
AND JOBBERS. 

By showing the dealer and jobber that they may 
actually save money and increase their profits through 
the method of shipping the Corco Stove Pipe, the 
Whitaker-Glessner Company, Wheeling Corrugating 
Department, Wheeling, West Virignia, presents a 
strong argument in favor of its product. The manu- 
facturers declare that stove pipe buyers have formerly 
reconciled themselves to the usual loss, in shipping, 
of the outside joint of each bundle, charged it against 
the ; rofit, and let it go at that. They maintain, how- 
ever, that by buying the Corco Nested Stove Pipe, it is 
unnecessary for dealers or jobbers to lose a single 
joint in shipping. The accompanying illustration 
shows the way the stove pipe is shipped. It is packed 
in a cask made of a stiff sheet of steel with solid wood 
heads which are said to protect the edges of the joints 
as well as the surface. By this method, aver the 
manufacturers, rust is impossible because air and 
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moisture are completely excluded. Because of this 
steei package the company claims that dealers and 
jobbers may actually save money and increase their 
profits in the following ways: less weight than crates 
of other materials, and a consequent saving in freight; 





Corco Stove Pipe, Made by Whitaker-Glessner Company, Wheel- 
ing Corrugating Department, Wheeling, West Virginia. 


less bulk, and a saving in storage space; cylindrical 
shape permits rolling and greater ease in handling, un- 
packing or repacking; the steel casks can be used for 
more than a single shipment. Moreover, Corco Nested 
Stove Pipe is packed in steel casks at no extra charge. 

Dealers and jobbers may acquire full particulars 
regarding this stove pipe and cask by writing to the 
manufacturers for the Corco Stove Pipe Booklet 
which shows the six style locks in which the pipe is 
made This may be obtained by addressing the Whit- 
aker-Glessner Company JW heeling Corrugating Depart- 
ment, Wheeling, West Virginia, or any of the follow- 
ing branch offices: New York City; Philadelphia, 
Pennsylvania ; Chicago, Illinois; St. Louis, Missouri; 
Kansas City, Missouri; Chattanooga, Tennessee; and 
Richmond, Virginia. 

oo 


NOTES AND QUERIES. 


Lawn Mower Parts. 
rom the Hillegas Hardware Company, Naperville, Illinois 


Kindly advise who manufactures lawn mower 
parts. 
Ans.—Handles and rollers: E. B. Estes and Sons, 


358 Fifth Avenue, New York City; Blades: Henry 

Rossell, 24 South Jefferson Street, Chicago; Knives: 

Anderson Knife and Bar Company, Anderson, Indi- 

ana; Coes, Loring and Company, Worcester, Massa- 

chusetts; and Henry and Allen, Auburn, New York. 
Address of Ward Pump Company. 

From A. E. Detwiler, 4012 Cottage Grove Avenue, Chicago. 

Please tell us where the Ward Pump Company 1s 
located. 

Ans.—They are in Rockford, Illinois. 

Bayard Rifles. 
From J. T. Soenksen, Bennett, Iowa. 

Will you please let us know who makes the Bayard 
rifles ? 

Ans.—These were formerly made in Belgium but 
are unobtainable now as the stock in this country has 
been completely exhausted. 

sceslenpaciendctatesdiadaiiats’ - 
Write it in your heart, says Emerson, that every 


day is the best day in the year. Make the best of it. 
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NEW PATENTS. 
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1,264,145. Saw Handle. Joseph W. Berryman, Gardena, man, [redericksburg, Tex., assignor of one-third to Basse 


Cal., assignor of one-half to M. A. Simons, Gardena, Cal. Bros., comprising Henry W. Basse and Hugo Basse, lreder 

Filed May 13, 1916, icksburg, Texas. Filed Mar. 4, 1915. 
1,264,146. Sighting Attachment for Squares. Omar L. ,264,493. Collapsible Stove. William James Denney, Ma 

Beydler, St. Augustine, Fla. Filed July 20, 1917. lone, N. Y. Filed May 21, 1917. 
1,264,161. Combination Square, Level, and Protractor. 1,264,531. Combination Rule. Homer H. Lambert, Port- 

Michael A, Costas, Biddeford, Me. Filed July 10, 1917. land, Ore. Filed Sept. 5, 1917 
1,264,163. Portable Stove. James H. Crockwell, Salt Lake 1,264,556. Sprinkler Head Garden Tool. Jacol Ilenry 

City, Utah. Filed July 10, 1917. Postel, San Mateo, Cal. Filed July 25, 1917 
1,264,177. Air-Gun. William B. Greenleaf, Plymouth, 1,264,578. Door Support. Ulysses G. Sweeney, Cutler, 

Mich., assignor to The Markham Air Rifle Co., Plymouth, Cal. Filed June 18, 1917 

Mich. Filed Feb. 9, 1918. 1,264,605. Safety Razor. Guy L. Donham, West Ilartford, 
1,264,181. Ventilating Stop for Window Sashes. Hiram Conn. Filed Feb. 21, 1917 

H. Hatch, Cleveland, Ohio. Filed May 11, 1915. 1,264,638. Window Screen. Nicholas Grey, New Bruns 
1,264,235. Gas Heater. George A. Webster, Chicago, Ill. wick, N. J. Filed July 14, 1916 

Filed July 24, 1917. 1,264,640. Self Adjusting Shovel. George Ralph [lall, 

_ 1,264,244. Gate Latch. William A. Woiwod, Garner, lowa. Colchester, Ill. Filed Apr. 7, 1917 

Filed Feb. 16, 1918. 1,264,658. Fish Hook. Thomas Ellsworth King, l'rances 

_ 1,264,246. Wire Stretcher. Forest R. Wyatt, Minneola, Wash. Filed July 11, 1916. 

Kan. Filed Dec. 5, 1917. 1,264,659. Hoes Clamp. Gust Klimek, Laurium, Mich 
1,264,356. Clothes Washing Apparatus. Walter Wilbur, Filed June 30, 1917. 

Lynden, Wash. Filed Mar. 30, 1916. 1,264,680. Plate Lifter. Harry W. Probst, Sunman, Ind 

— 1,264,357. Wire Stretcher. Eddie R. Willmer, Hubbell, Filed June 21, 1917. 
Mich. Filed Mar. 30, 1917. 1,264,700. Mail Box. Myron Warren Smith, le Roy 
_ 1,264,364. Sliding Door Lock. Charles R. Brown, Detroit, N. Y. Filed Apr, 22, 1916. 

Mich. Filed Oct. 3, 1916. 1,264,736. Hose Coupling. William G. Wilson, West 

1,264,373. Fireback for Stoves. Bradford Davis, Reading, Brighton, N. Y. Filed Sept. 11, 1917 

Pa. Filed July 16, 1917. 1,264,776. Reversible Ax. Harvey E. Cox, Haines, Ore 
1,264,384. Wire Fence Fastener. James S. Gibson, Chi- Filed Sept. 6, 1917. 

cago, Ill. Filed June 5, 1917. 1,264,814 Lock Ulrich Kornstemn, New York, N. Y 
1,264,416. Window Screen. Charles D. Maney, Pelham, Filed June 5, 1917. 

N.Y. Filed Sept. 6, 1916. 1,264,821. Clothes Pounder. August W. Lenth, Monona, 
1,264,433. Shovel. Curtis Thornton Posten, Fleming, Ky. lowa. Filed May 5, 1914. 

Filed July 21, 1917, 1,264,840. Lock. Emry Nemeth, New York, N. Y. Filed 
1,264,475. Frying Pan. Robert E. Baker, Hopewell, Va. Oct. 22, 1917. 

Filed Dec. 2, 1916. 1,264,849. Washboard. Truman Jahugh Patterson, [llijay, : 
1.24,483. Weather Strip. Edward Aloysius Brady, Ore- Ga. Filed June 4, 1917. 

gon City, Ore. Filed May 15, 1917. 1,264,864. Clothes Rack. Peter Roth, New Salem, N. D. 
1,204,484. Clamp for Spirit Levels. Jesse Everet Bridg- Filed June 27, 1917. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








COMMITTEE IS WORKING TO FIND 
PRECISE STEEL NEEDS OF 
GOVERNMENT FOR WAR. 

As a result of the conference between representa- 
tives of the steel trade and the War Industries Board 
a committee has been appointed to ascertain the pre- 
cise requirements of the Government with regard to 
steel for war purposes. By authorities having knowl- 
edge of the steel situation, it is believed that the solu- 
tion of the problems confronting the Government de- 
pends largely upon an ample supply of fuel and ade- 
quate transportation facilities that prevent a 
repetition of the conditions that existed last Winter. 
There seems to be no doubt that there will be an 
ample supply of steel if these conditions are met to 
meet full requirements for the building of ships, rail- 
road equipment, ordnance, ammunition and all war 
munition. The speedy building of ships now depends 
more upon the Government ceasing to make changes 
Un- 


will 


in designs of boats already under construction. 
der these conditions, it is held that nothing will be 
gained by the Government cxercising greater control 
over the steel industry than it does today. 

Considerable interest has been taken in all manu- 
facturing lines in the proposal to cut the output of 
passenger automobiles to 25 per cent of normal, but 
this is a question which concerns the Government and 
motor car manufacturers rvather than steel makers. 
It is claimed, however, that such a drastic curtail- 
ment is not called for by a scarcity of steel. 

It is expected that the steel needs of the War and 
Navy Departments and Shipping Board will be pre- 
sented to the steel manufacturers in a more concrete 
form than heretofore, and it can then be determined 
whether there will be an ample supply of steel to 
permit, other manufacturing industries operating on 
other than war requirements. It is claimed that the 
Shipping Board will want enough steel next year to 
build 10,000,000 tons of steel ships. There is small 
doubt in the steel industry that full requirements can- 
not be adequately supplied. 

So far as can be learned, the influences which have 
objected to the curtailment of non-essentials are al- 
most wholly outside influences. There are very few 
steel makers who have put immediate profit above the 
needs of the country. Even these were silenced when 
the urgency of the situation was presented at the New 
York conference by J. Leonard Replogle, director of 
steel production of the War Industries Board. Other 
industries, especially the automobile industry, inter- 
vened and these interests are responsible in the main 
for the delay which will result for the investigation. 

To get at the bottom of ‘the situation, the commit- 
tee appointed at the Washington conference last Fri- 
cay will have to know in detail the complete war plans 


of all departments of the Government. Most of the 
information needed for this investigation will be 
found in the various budgets, and it is believed a 
quick decision of the question whether the Govern- 
ment will need all the steel produced is possible. 

The point concerning the Government’s needs that 
has escaped many of the steel makers as well as the 
public is the fact that the steel made now will not be 
used until three or four months have expired, and the 
tonnage required is not based on the current rate of 
production of ships and the construction of build- 
ings, but on the rate that will prevail when the steel 
is delivered. The Shipping Board estimates that steel 
must be made at least four months in advance of the 
time it is put into ships. Unless the steel trade cur- 
rently produces enough steel to meet the demands of 
the ship program five months from now, when the 
production of ships will exceed the present rate of 
launching three or four times, the ship program will 


be delayed and the steel trade will be responsible. 


’ These are the questions that are important. 


STEEL. 

Deliveries of steel in forms not available for the 
war program continue at a fair volume, but a decrease 
in the flow is discernible and it doubtless soon will 
cease altogether. 

The question of government control of the steel 
industry on the same basis as control of the railroads 
is said to be involved in the discussions going on, but 
the trade does not believe it will come to that unless 
the recalcitrants try to kick over the traces. The war 
is the important thing and gentlemen who want to 
make money out of the war are not in high favor at 
Washington. 

If all the steel in the surprising total made up by 
the War Industries Board can be applied to ship, pro- 
jectile, track, car, locomotive, farm implement, oil 
well, structural, and other war uses in the specified 
delivery period, there is no escape from the conclu- 
sion that little steel can be had for ordinary con- 
sumption this year. 

The steel men have doubted the ship-plate figures, 
arguing that no such tonnage could be used, unless 
plants to turn out hundreds of ship engines and boil- 
ers can spring up almost over night. Nevertheless, 
the steel committee has gone to work to increase at 
once deliveries of plates, shell steel, and rails, in 
which demands are most pressing. May now prom- 
ises the largest production in twelve months of both 


- pig iron and steel ingots. 


Orders for approximately 100,000 tons of barbed 
wire for the use of the Allies and the United States 
at the front are in the hands of the distribution com- 
mittee for wire products for distribution to the vat 
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ous plants. About 25,000 tons of the order will go 
to Italy. 

Owing to the reduced demand for barbed wire in- 
cident to the embargoes and the ban on non-essentials 
a heavy tonnage of steel ordered by the wire mills has 
been delivered to the plate makers and other branches 
of the business. The trade has a considerable quan- 
tity of two-barb wire which is being distributed to 
commercial consumers as it is of no use to the war. 
The production of barbed wire for the fences of the 
country runs around 600,000 per year. 
consume approximately 300,000. 


The war will 


COPPER. 

Virtually no new business is being booked in cop- 
per owing to uncertainty regarding the price to be 
fixed at the conference between the copper producers 
and the War 
been announced. Opinion in the trade is divided as to 


Industries Board which has not yet 
whether an advance from present price of 23.50 cents 
for carload lots or more, and 24.67% for lots of less 
than carload will be granted. 

The big companies can certainly operate and make 
good money at 23.50 cents, but with rising costs of 
labor and equipment there is no doubt that the smaller 
producing properties would welcome a higher price 
for their product. 
itself it is be- 


lieved that if price fixing were made a subject for ad- 


Aside from the question of price 


judication more frequently than once every three 
months it would operate with less hardship on thos 


interests where advancing wages and other costs of 


manufacture add_ increased during the 


interim between price fixation periods. 


expenses 


TIN. 
No striking changes have taken place in the tin 
market. Chinese tin for importation remains nom- 
inal at 94.00 cents for May-June shipment as against 


Hold- 


ers of Chinese tin probably realize that there is an 


Straits tin at 94.00 cents for June and July. 


impending scarcity of their kind and that the general 
market cannot buy Straits ‘in. 

No. 1 Qy per 
again offering in small quantities on spot New York 


Chinese and American cent tin is 
at $1.03 per pound and Chinese No. 1 tin on the Coast 
is held at 97.50 cents to 98.0c cents per pound with a 
good demand for it in that position. 

Offerings of Chinese No. 3 are a little freer, with 
May shipment from China held at 89.00 cents to go.0o 
cents per pound. 

janca tin is now the most interesting quality, on 
account of the expectation of more ample supplies, 
the nominal market is $1.02 to $1.03 per pound for 
spot on the Pacific Coast, 91.00 cents to 94.00 cents 
per pound on various steamers understood to have 
left Batavia for the Coast direct or otherwise. 

LEAD. 

No sales of ordinary soft Missouri or desilverized 
lead are reported at over 6.75¢ St. Louis basis al- 
though there are some producers who are asking more 
money. The supply at this figure appears ample for 
the demand. 
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The future of the market seems to rest to a large 
extent on what Mexico does, and those who look for 
a higher price for lead’ base their estimates on the 
Mexican production failing to come up to expecta- 
tions. The statistics show that England has been a 
large buyer and if Mexican lead falls off there will 
be an added demand on the domestic producers. How 
ever, \lexico can make good profits at present prices 
and the fears of a curtailment may be unwarranted. 

BAR SOLDER. 

Prices in the Chicago market have taken an up- 

ward trend, showing an increase of cent 


one per 


pound over those of last week. The present quota- 


tions are: Warranted 50-50, per pound 58 cents; 
Commercial 45-55, per pound, 53'4 cents; Plumbers’, 


per pound, 48'4 cents. 


SPELTER. 
Reports from Washington, D. C., indicate that no 
change is likely to be made in the price of spelter. 
This decision is said to have been agreed upon by a 
meeting of the spelter interests with the price fixing 


committee of the War Industries Board, held last 
week in the national capital. 
The prices now ruling, based on 12 cents per 


wound for grade “A” spelter, 15 cents per pound for 
g : 
sheet zinc, and 14 cents per pound for zine plates, will 


The 


usual extras and discounts also will be allowed during 


be continued for three months from June Ist. 
this period. 


SHEETS. 
Military requirements continue to dominate pro 
duction and distribution of sheets, black, galvanized, 
and blue annealed. Practically no orders are being 


booked 


essential industries. 


for exclusively commercial purposes in non 


OLD METALS. 

No changes are reported in the Chicago market 
and prices, which may be considered nominal, are as 
Old old 
; steel springs, $30.36; Number 1 wrought tron, 
S26. 


follows: steel axles, $41.25; iron axles, 


to $30.36; Number 1 cast iron, 75 wo 


$27.25, all net tons. I’rices for non-ferrous metals 


are as follows, per pound: Light copper, 1g cents; 


light brass, 1114 cents; lead, 5 cents; zinc, 44% cents; 


cast aluminum, 21 cents. 


PIG IRON. 

(Juestionnaires prepared under the direction of the 
(sovernment are now being sent out to consumers as 
well as to blast furnacé interests. Some of the blanks 
are being sent directly by furnaces to customers, while 
others are being sent by agents. It is hoped that the 
work will be completed in the next week to ten days. 
It is variously estimated hy distributors that from 75 
to go% of all the iron being shipped by merchant 
blast furnaces is going into Government work of some 


kind, 


nage is going on direct orders and the balance is 


It is believed that from 50 to 75% of the ton 


going indirectly to manufacturers engaged in the 


manufacture of war munitions of some kind. 
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Current Hardware and Metal Prices. 
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METALS. LEAD. | AUGERS. BEATERS. 
American PRBiccscssccede soeee os 10, Borin Machine........0.+0s00e- 0% Carpet. Per doz. 
erecccceseeceeseceee seecee ee s No. 17 Tinned Wire...£ 1 16 
Sheet. Carpenter's Nith......eeeeeee 50&10% No. 18 18 Spring | ive of eg Fh 
PIG IRON Pull coils......... per 100 Ibs.$10 25 PR eEvneves Pesenennnes Jun 
. COON. i cnccens per 100 lbs. 10 50 Hollow. Ege. Per doz, 
ETN Pea js oo 0207 eee ec ccvceved b N Team. Dover..cscco 
Northern Fdy., No. 2... et oo TIN. es 3 paeene ac) & 7} 00 No. 102 P o og i 8 
Southern Fdy., No. 2.... OD .. . cinncueceane eh Nomina! No. 150 | “ hotel.... 2 10 
Lake Sup. Charcoal... .. $750 Bas tin. ooo eccee Nominal No. 10 Heavy hotel tinned... 2 10 
voeoeceoececes 50 Post Hole. | No. 3 “ “ oo 3 30 
Digwell. 8- inch +. Der dos. $12 50, No 18 “* “ - - 3 4 
wan’s Post Hole an ell... Nets. : eh esis 
FIRST QUALITY BRIGHT HARDWARE. Vaughan’s, 4 to9-in...perdoz. 10 25 
} ATES. BELLOWS. 
Per Bor ) | Ship. Blacksmiths’ .... 6. 2ceeceesces+-O% 
IC S iceceeoente $16 20 ADZES. Ford's, with or without screw...15% | Hand. 
ix fra siedcessusnace # 15 Carpenters’. | Snell’s “ 158% : 8 9 10 12 
IXXX_ 1422000000020IIIED 20 $8 Phambs. oo. eeseeeeeeeeees 13% wT Ge. SESS COD SSG) 12 08 
IXXXX 14220 eat t 23 00 Coopers’. | AWLS. | Moulders’ 
Be eet eatas 32 40 , “rae 
Ix  ablarbppetesets: 36 30 Deston’s Sadia nara aiadasata tale say | Bret. PP avcnciecenss Per doz. 15 00 
Se. ME nc ccccandawa 40 20 » | eaee en seeneoneebeser °| No. 3 Handled....... per doz. $0 50 
Re MED... <cccescoces 43 10 Railroad. No. 1050 Handled.. es 1 05 
5 aRRRRD DERE: 4600 Plumbs..............s0ee0 20%| Shouldered, assorted 1 to 4, | 0 oy SSELs. 
Patent asst'd, 1t04..” «85 3-inch Nickeled Rotary Bell, 
COKE PLATES. AMMSHETIOM. Bronzed base...... per doz. $5 00 
Cokes, 180 Ibs....... 20x28 $18 30 ©4?5. Percussion—per 1,000. Harness. Cow. 
Cokes, 200 Ibs....... 20x28 1850 F.L., Waterproof, 1-10s....... 32 OUND 6 seciccceus . = ROS) Be Gaede, 2. cccccccccccs. 
Cokes, 214 lbs....... ee. (A oo osc. ceceaneeandeil 32%| Patent......... inn 100 Kentucky............. : $00 
Cokes, 270 Ibs....... IX 20x28 2050  Musket..........sseeeeeeees 32% Door “i ‘ 
Shells, Loaded— Peg. New Departure Automatic wa 
BLUE ANNEALED SHEETS. Loaded with Black Powder.....32%!| Shouldered.......... o 1 60 Rotary. ane 
No. 10...... ‘anceal per 100 ibs. $5 45 po ete aay) Penntessevenees ” 3 “in Old Copper Bell: fancy: ; oo 
No. 12 EEE CE>.. per 100 Ibe. 550 Loaded with Smokeless Powder, ” -in. Nickeled Steel Bell... ; 4 
Zo Bprrecteceesess ber = a : = SONI, go sivas cease ni 32% | Scratch. Saein Nickeled Steel Bell. . 6 00 
ere . aN ‘ No. 1 handled....... per doz. 65 
Winchester: No. IS, socket han'ld. “ | 1 35 | and. 
Smokeless R Grade..... . ‘ ; 
ONE PASSCOLD ROLLED BLACK. Smokelces Leader Grade 2.221324, NO 7 Stamleve------ ; 195) White Met 
No. $8-20.......... per 100 Ibs. $6 25 Black Powder............+.-.32% — Plated.. 
OR. cécseeces per 100 lbs. 6 30 ie Sane Ak Sees secocnyesees 
SS rare per 100 Ibs. 6 35 — aie t snes. Sliver Chime 
No. 27....... ....per 100 lbs. 6 40 —_ Msn wcnrssenesncssoae Boy's Handled. Miscellaneous. 
DOSES ox cceenseus per 100 Ibs. 6 45 Ti abildmepamanteort: PRiccccsmsd 2 9 25 Church and School. steel alloys. . .30% 
| ny Farm, Ibs... 40 75 100 
GALVANIZED. \Gun Wads—per 1000 Plumbs, w - issc0n6a ; $2 2s 3 00 400 5 530 
— Winchester 7- 7-8 gauge.........$2 25] um fost] oy o evccccccess List 
Mis cavicewcecs per 100 Ibs. $6 95 | “9-10 gauge........ 1 94 «= an. Pat.........0- $53 00 BEVELS, TEE 
No. 18-20.......... per 100 Ibs. 7 10! ** —-11-28 gauge....... 1 63) ; Firemen’ thenfie®). 
ere per 100 lbs. 7 2 a ities Saas 6 ee" » oe Se a ts 
8 alanine per 100 Ibs. 740| DuPont's ieee es uN 2s Etim 2 
Pi ivincscusvieks per 100 Ibs. 7 50| “ “ kegs... 
y -» 3 10 Single Bitted (handled). 
aa st 100 Ibs. 7 f 
—s = ibs : ved Defeats Cagfeten, 1-B..... fo Warren Silver Steel......... 15 50 BINDING, OILCLOTH. 
PRaNakedeeedae® )S. si ps  edaabai arren Blue Finished........ : 
© Smokeless dnen.’. 43 24] Matchless Red Pole......... 14 00 | Zinced ........ So asaog 
POLISHED SHEET STEEL. | « os fee she Brass, plated... 2... 2...20-. 60810 
No. 2 aenaer gen ow 100 bs $9 20| . = s-kegs. | G0 Single Bitted (without handles). pom BITS. 
petdackeckacaus per 100 lbs. Si 
SR eee per 100 Ibs. 9 90) L. > Orange, Extra Sporting lu 25 Ft Loy ie Fe 38 jenning’s putter, tea a 10% 
eo eeeeeccseseeeece - ord s Var an achine......- 
ee ae per 100 Ibs. 10 00° L.&R. Orange Extra Sporting Matchless Red Pole........ - 11 50 on  Reppieapmmmmatiie 
ake aarkwmerein at §90 eee = Se ae a 35% 
ussell Jenning’s..........---+ 
SMOOTH SHEET STEEL. |*®® Orange ExtraSporting | Double Bitted (without handles). Clark's Expansive........--- oa 
Per 100 Ibs, |L. &R. Orange, Extra Sporting Warren's Natl Bine, 36 to 4 | Steers Batue |" $26 00.25% 
Wood's Smooth No. 20......... £9 25 Ib, canisters ........... OS eos: peices ou od A ee 35&10% 
. No. 22-24...... 9 30 L.& R. Orange, Extra Sporting are the base prices. Ford's Ship’ “Auger "patter 
= = a. 9 35 | - by a ‘i - SS 32 3 to 44 tbe. advance 25c. ae 15% 
o * - . . ° to 
x = os ee 4 = of ge bea apartng 22 43 to 53 _— ——_ a Cember . wc ccccccccccccccccceveres 10% 
FO Oe Cen ee en Hercules ‘*E. C.” and “Infallible’’ ; 
5Ocan drums........... 43 50 —— 5 1 80 
PATENT PLANISHED SHEET |Hercules“E.C.," kegs........ 22 0¢ BAGS, PAPER hag No. 20 Gays... ag" BS 
IRON. Hercules“E. C.,"" §-kegs....... 11 25| pounds 95 | American Snailhead.. “ 1 10 
Patent Planished Sheet Iron, i ae: 7 22 00 Per 1,000. 88 ‘00 6 $0 7 *50 9 00 " Foe oon ct vie 20 
100 Ibs., base No. 28....... $12 75 Hercules ‘“Infallible,’ ’ 10 : on Mahew's Plat. ..... . ; 0 
NE ae 9 00 Cael... ¥ , . 
BAR SOLDER. Bertee<B. C. bkegs. _, 575 BALANCES, SPRING. Dowell. 
Warranted, 50-50........ per Ib. 58c ” ‘candies a" eppned 1 09 Pelouse.....eeeeeeceeeeeeeeeee «20% Russell Jennings........-+++++ 30% 
Commercial, 45-55...... “© — -$34c esmsies W. A. .30 Cal. Rifie, Gimlet. 
IIE sn pacasescosan **  484c — —— oo secese socees 1 25 | §tandard Double Cut.......--. a8 
ercules a ightning Rifle, 228 BARS, CROW. German Pattern..... per doz . $07 
SPELTER. Hercules Sharpahooter Ride, | Pinchor Wedge Polat, per ewt.. $8 00 of 90 
: ie aaa | SSE - 15 
I sv coceisnvessarnees soeee, 8C Hercules ‘Ballseye canisters 1 50 ountersink ecvecsece = 1 % 
ercules e Revolver, 
SHEET ZINC. canisters... ese eeereeee 1 00 BASKETS. | Reamer. ” 2 50 
| $22 00 | ae. ennlag’> Bqnase..... «“ 200 
eam piatans eae Small Willow........ doz. 10 00. tandard Square..... 
Less than Cask lots. .$22 50 to $23 00 Trenton, 70 to 80 Ibs...... 94c perlb. per? | American Octagon... ‘ 1 75 
_— 81 oe aad shee > aes oo 
COPPER. ESTOS. r ‘ | Serew Driver. 
Board and Paper, u to ry”. .17eper Ib, Galvaniced Steel. 4 bu. 1 bu. 1§ bu. | 75 
Copper sheet, base.... ..-...00. 32%4c ker...18cperlb, Per doz....... #800 $1150 15 00! gt heen “ 1 25 
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